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A new “DOUBLE ARMORED” 
Cable with ANTI-SHORT Bush- 
ing—proof against grounds and 
shorts. 


Conductors protected by irone 
anal on KRAFT ARMOR between gén- 
ational d 7 x 1 
Anti-Short uctors and steel. 
v red } 


Steel Armor of BON OOK con- 
struction insures mgXimum ground- 
length of Cable. 


= Armored Bushed Cable 
- “Double Armored’ Cabie 
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National Electric Products Corporation 
National Metal Molding Division 
Pittsburgh, Pa. 
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NO PRODUCT sells itself. Not even Ever- 
eady Dry Batteries. 

Good as they are, and popular as they are 
with the public, you and your dealers have 
to sell them. 

What we claim is that salesmanship put 
back of Eveready Dry Batteries brings 
you and your trade better profits. These 





STRAIGHT TALK on Batteries 


batteries take less selling. That means 
fewer minutes per sale. More time for you 
to sell things that need more effort. More 
time for your dealers to wait on other 
customers. 


Eveready Dry Batteries thus offer you 
and your trade a double profit—one profit 
in cash, the other in time saved. 


NATIONAL CARBON COMPANY, INC., New York—San Francisco 


Atlanta 


Unit of Union Carbide if] \ 


Chicago 


Kansas City 


« and Carbon Corporation 
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OMBSTONES are now being 
sold in pastel colors. 
* * * 

It is said that courtesy is the 
one medium of exchange that is 
accepted at par by the best people 
of every country on the globe. 

* x * 
The Public Pays 

That great, good hearted Mr. 
General Public who goes into your 
dealer's store and buys an article 
is no doubt ready and willing to 
pay his share of the rent, light, 
heat, clerk hire and other ines- 
capable costs of store keeping. 

But he does object to helping 
pay for credit losses, accounting 
errors, usurious interest and kin- 
dred charges that contribute noth- 
ing to his satisfaction. 

This was pointed out by E. M. 
West in Advertising and Selling. 
It is a good thought for every 
salesman to carry about with him 
and inject it into the dealer’s mind 
at every opportunity. 

* * * 

A. B. Barber, of the National 
Conference on Street and High- 
way Safety made a survey showing 
that traffic delays cost the nation 
$2,000,000,000 a year. In three of 
the largest cities the costs are: 
Boston, $24,500,000; Chicago, $220,- 
000,000, and New York, $350,000,- 
000. 
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/ reasons 


1 Romex is lighter |; 
and freight | 
charges are lower | 


Romex is easier | 
to handle 





Romex ties up 
less money in 
stock 














Romex Stock 
takes up less room 
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Romex is more 
quickly installed 


Romex gives the 
purchaser a safer 
job 

Romex gives 


more profit per 
sale 








If you want more 
reasons write for 
the latest booklet 
on Romex. 


ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 
Rome, N. Y. 


ROME WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 














M. F. Bowling, Secretary 
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THEOBALD-JANSEN ELECTRIC COMPANY 


Edw. J. Theobald, President 


HIS business, under the 
same name, was originally 
organized by Edw. J. Theo- 

bald and John Jansen in Febru- 
ary, 1919, as an electrical con- 
tracting firm exclusively. Prior to 
this venture, Mr. Theobald had 
been city electrical inspector of 
Louisville. Mr. Jansen started 
his electrical career with a motor 
manufacturer of this city, then for 
several years was construction 
superintendent for one of Louis- 
ville’s largest electrical contrac- 
tors. During the building of 
Camp Taylor, he directed the 
electrical work of the entire camp. 
The original location was at 
230 West Main street. The ex- 
perience of both members of the 
firm resulted in rapid growth of 
the business, and only a year after 
starting they were forced to se- 





cure larger quarters at 328 West 
Main street. Having become one 
of the largest electrical contrac- 
tors in Louisville, the partners 
decided to expand still further, 
and, in 1922, purchased the bank- 
rupt estate of the Harry I. Wood 
Electric Co., entering the whole- 
sale electrical supply business at 
the present location, 514 West 
Main street. 

The firm was then reorganized. 
Edw. J. Theobald was elected 
president, John Jansen, vice-presi- 
dent and treasurer, and M. F. 
Bowling, secretary. 


The offices and_ stockrooms 
have been remodeled recently. 


‘With 48,000 sq. ft. of floor space 


available, new shelving and bins, 
new electric elevator and over- 
head hoist. 





John Jansen, Vice-President and Treasurer 
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from Coast to Coast 
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GS adine over the 
Lincoln Highway reminds 
us of the profitable speed 
being made on wiring jobs, 
from coast to coast, with 
these quality wiring mate- 
Rubber-Covered Wire sn ned aot 

and Flexible Cords Durabilt Products are built 
to help the Electrical Con- 
tractor do the best possible 

The Safe Armored Cable 


and Flexible job with the greatest saving 
Steel Conduit of time. 


DURACORD 


The heavy-duty , : ’ , 
Portable Cord You’re Selling Satisfaction with every foot of Durabilt Products 
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electrical distributor and his salesmen . 








Nursing a 


eventy thousand 
Dollar Account 


How a Salesman Took an Account Whose Total Business 
Done with His Company Stood at Exactl y Zero on 
the Books and Built it up to a Great Volume 


Ts 


NO small task to 
| take over an account 
whose volume of busi- 
ness done with your com- 
pany stands exactly at zero 
on the ledger and change 
the “0” in 1923 to $44,000 
in 192% and $65,601 for the 
first eleven months of 1928, 
but that is exactly what A. 
S. Joseffy, better known to 
the trade as “Joe,” did with 
one of the industrial plant 
prospects in the St. Louis 
territory which he covers for 
the General Electric Supply 
Corp. of that city. And, he 
is the same man, who, four 
years ago, considered him- 
self one of the world’s worst 
salesmen ! 

Joseffy, as a salesman, is 
an “accident”—a “turn of 
the wheel” in exactly the 
opposite direction to that 
planned for him in his youth. 


‘lis early life was devoted to the training of his 
voice, for the concert stage was then his aim and am- 
But just as the world war determined the fu- 
‘ure for so many others, so did it change Joe’s future. 

The war found him lugging heavy artillery all 


ition. 
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A. S. Joseffy, Jobber’s Salesman With the Gen- 
eral Electric Supply Corporation, St. Louis 


business. 


over France, and oddly 
enough, Fate was also in ac- 
tion, for his two buddies 
were J. L. Buchanan, now 
head of the Central States 
G. E. Supply Corp., and Roy 
Haege, salesmanager of the 
same company at St. Louis. 

After the war, Buchanan 
recommended Joe to Art 
Selzer, then with the Central 
Electric Co., Chicago and 
he was given a position as a 
stenographer. He remained 
there 26 months, and in that 
time had 13 different “jobs,” 
—each one a step ahead, the 
last two being manager of 
the claims and cost depart- 
ments. 

In 1922, he went to St. 
Louis to work in the office 
of the old Wesco Supply Co., 
of which Buchanan 
President. An opening arose 
in the city sales department 


was 


so Joe was given a catalog, a brand new set of call- 
ing cards and a “bogey.” 
pretty much of a “flop,’ 


The first month he was 


: doing only $2,500 worth of 
The following month he was “floppier,” 
if there is such a word, and the third month he was 








skidding in the valley of his sales curve with only 
$1,700 worth of orders on the books. Things looked 
pretty dark and Joe wondered just how long he 
would be carried on the payroll. And then he was 
given some additional accounts, the development of 
one of which is the subject matter of this article. 

From October 1924 to May 1925, he called on the 
purchasing agent, the electrical engineer and the as- 
sistant electrical engineer of this new account. 
Twice a week he called, religiously, hopefully and 
fruitlessly. To be sure he always met with courteous 
treatment, always had an opportunity to quote, but 
with prices on conduit, conduit fittings and wire so 
close on all quotations, the business continued to 
flow in a steady stream to a single competitor. 

Knowing, by this time, something of selling as well 
as of war, Joseffy decided that further frontal attacks 
were hopeless and determined to approach on the 
flank. One day he learned that a representative of 
the manufacturer whose lines he represented was a 
close friend of the purchasing agent. An opportu- 
nity to meet the latter gentleman under more favor- 
able conditions was sought and secured—he had one 
foot in the door. 

A few business calls were made on the purchasing 
agent with the factory man, and finally, into Joseffy’s 
lap, there was dropped on May 15, a contract calling 
for $20,000 worth of lamps. 

Most men would have figured this a fair share of 
the business for any company to have, but not Joe. 
The following month he landed the fuse contract, 
and to make it three of a kind, secured the fan con- 
tract for good measure. To give an idea of the busi- 
ness available, it might be well to add that this 
company has 82 plants located alkgover the country, 
and employs over 40 electricians fégularly in its St. 
Louis district. 

From this point on Joe says “the supply business 
just automatically came along : 
with the lamp contract.” That 
statement, it is felt, is just 
plain modesty on his part, for 
a little pressure brought out 
the fact that the business was 
far from being placed on an 
“automatic” basis. 


For instance, he called. for a 
lighting specialist from the fac- 
tory. On his arrival, Joe had 
him assist this customer on the 
lighting of a new plant then 
under construction. In similar 
fashion he secured the services 
of a specialist on every electri- 
cal product which the com- 
pany had in use, at the same 
time preaching standardization. 


Here are a few examples of 
the result of his efforts. One 
motor starting switch to take 
care of all motors from one to 
ten H. P., is used, the only 
change necessary being the 
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Buchanan, Haege and Joseffy were 
in France together 


thermal cut-outs for varying sizes of motors. One 
type panelboard is used, which will take care of 10 
to 14 circuits. They can be moved from place to 
place as the occasion arises. The factory lightiny 
equipment has been reduced in such fashion that 
only four sizes of steel reflectors are used. Previously 
the equipment was purchased which would suit the 
particular job, which, of course, was an expensive 
method of purchasing. Today, this company can 
buy in maximum quantities at the maximum dis. 
count. To sum it up, Joe’s success can be solely at. 
tributed to his ability to analyze the needs of this 
industrial plant and to recognize the necessity for 
securing the assistance of specialists in the solution 
of the problems involved. 

Just how well this jobber’s salesman has impressed 
himself on his customer is proved by the fact that 
when one of the directors of the company, in charge 
of purchases, decided to build a 16 room, $200,000 
home, he told the architect that Mr. Joseffy would 
indicate the electrical outlets on the plans. There 
were 465 outlets specified for that home by Joseffy 
on 112 circuits (with 16 additional spare circuits to 
take care of future requirements) and it is interest 
ing to learn that out of that number only 4 changes 
were later made by the owner. 

Mr. Joseffy attributes his successful handling of 
this account to one main factor, and that is the as 
surance he has that he is the representative of his 
house and its manufacturers. When he says “yes” 
on any request, he knows it will be “yes” at the 
home office, and, when he says “no” the purchasing 
agent knows that Joe can go no farther in his ar- 
rangements. 

One of the first questions asked by this salesman 
when he calls on this account is “any complaints 
today?” If so, he adjusts them, so far as it is within 
his province to do, before he starts talking sales. 

“Don’t let a customer have 
anything on his chest when 
you are trying to sell him 
something. Let him unload 
the grief first,” says Joe. 


Joe has now been seven 
years with the company and 
ranks as one of their best men. 
He is married, has two boys 
and a girl, and owns his own 
home, the first payment of 
which was made by the bonus 
which he received one year for 
his sales efforts. 


As previously hinted, his 
hobby is singing. He is presi- 
dent of the Jesse L. Gaynor 
Choral Club, at Webster 
Groves, a suburb of St. Louis. 
When he was elected president 
it had 36 members. Today 
there are 124 active singing 
members in the roster. He al- 
so sings over station KSD in 
St. Louis. (Turn to Page 92) 
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The (COST of 
( \OMMERCIAL 
“| RANSPORTATION 


By LEO M. DUNN 


Vice-President, The Graybar Electric Company 


' \ 7 E ARE now operating 327 automobiles, that 
is, our salesmen and inside specialty men are 
operating 327 automobiles, and I might say 
that they cost a lot of money. Our costs for motor 
transportation, including that of the salesmen and 
the merchandise is about $725,000 a year, a sizable 
sum, and it averages, if you will divide it among 
our seventy-one houses, approximately $10,000 per 
unit. Those 327 cars are made up as follows: 110 
of them are Fords, 40 Dodges, 45 Chevrolets, 23 
Buicks, 13 Essex, 11 Studebakers, 10 Overlands, and 
from there on down through the gamut of the Gen- 
eral Motors and other lines of cars, including some 
Cadillacs. Some of the 
boys have very expen- 
sive tastes. 

Now, in our organi- 
zation the salesmen 
own the cars. We don’t 
own them, but we do 
assist the salesmen in 
buying them. In other 
words, we buy the car 
and we permit the 
salesman to pay for it 
on a monthly payment 
plan, and we make no 
interest charges on un- 
paid balances. I hope 
| made that clear. The 
salesman owns the car. 
\Ve don’t own it. We 
loan him the money to 
buy it with on monthly 
payments, on which we 
charge no interest. 

We also pay the li- 
ense fees on the cars, 
nd while the salesman 
s buying the car we 
pay all of the insur- 
ice. That includes fire 
ud theft, liability and 
)roperty damage. Af- 
ter the salesman pays 

x the car and it be- 
mes his property, he 
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Interesting Results of a Survey Made by 
Graybar on the Total Costs of Main- 


taining Trucks and Salesmen’s Cars 


pays fire and theft insurance, but we continue to pay 
all of the other insurance charges. 

Now, the reason that we decided that it would be 
better for the salesmen to own their cars was because 
after trying a number of plans we arrived at the con- 
clusion that if the salesman owned the car he was a 
great deal more careful 
of it and took more 
pride in its appearance 
than if the company 
owned it, and it also 
gave him more latitude 
in the week-end and 
other use of the car. 

We find some disad- 
vantages in that be- 
cause some of the boys 
want to buy cars that 
are beyond their means. 
We try to hold them 
down to a $1,000 level, 
but frequently we can’t 
do it, and they get ina 
little too deeply, and 
we don’t want them 
worrying, of course, 
about the cost of run- 
ning a car. 

Then, we have never 
felt that we should en- 
tirely cover the entire 
cost of the car and all 
operations, be- 
cause all of our men 
operate under a bonus 
or extra compensation 
plan, and while the 
mobility of the car per- 
mitted them to get 
around to call on more 
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FIVE DIFFERENT LOCATIONS 

Per Cent Per Cent 

No. No. Trucking Trucking 

Loca- Owned Trucking to To Volume 

tions Trucks Expense Whse. Sales Handled 
(a) 1920 2 0 $19,313 93 .93 
1921 2 0 15,991 1.25 1.09 
1922 2 0 10,586 75 57 
1923 2 0 10,274 62 50 
1924 2 0 9,754 62 47 
1925 3 0 13,713 82 .60 
1926 3 0 17,800 1.0 7 
1927 3 1 17,491 1.0 .69 
1928 3 1 16,200 94 62 
(b) 1920 1 2 26,827 1.4 1.4 
1921 1 2 10,747 1.5 1.5 
1922 1 2 8,628 1:2 94 
1923 1 2 12,280 1.3 1.1 
1924 1 2 10,261 1.1 83 
1925 2 3 12,527 1.2 91 
1926 2 3 11,929 1.0 72 
1927 2 3 11,545 .92 .60 
1928 3 3 11,500 93 61 
(c) 1920 2 1 9,218 68 .68 
1921 2 1 13,460 87 76 
1922 2 1 14,443 86 .66 
1923 2 2 15,998 85 .68 
1924 2 2 14,265 95 71 
1925 2 2 15,387 12 81 
1926 2 2 14,718 1.0 72 
1927 3 2 14,173 94 62 
1928 4 2 13,900 94 .62 
(d) 1920 3 0 17,885 1.0 1.0 
1921 3 0 9,428 82 71 
1922 3 0 12,408 .96 14 
1923 3 0 10,754 .84 .67 
1924 3 0 7,897 81 .60 
1925 3 0 9,073 .82 .60 
1926 3 0 8,791 74 52 
1927 3 0 8,805 75 .49 
1928 3 0 9,000 15 49 
(e) 1920 4 1 10,733 81 81 
1921 4 1 8,592 .88 7 
1922 4 1 8,900 83 .64 
1923 4 1 12,004 .84 .67 
1924 4 1 12,313 85 .63 
1925 4 2 13,185 .80 59 
1926 4 2 14,811 v7 54 
1927 4 2 13,846 70 46 
1928 4 2 13,800 64 42 











customers, and we benefited from that, they did also. 


We first started out with the thought that we 
would operate those cars on a mileage basis, but we 
got away from that and today we are operating them 
on a daily allowance basis, and that daily allowance 
runs from one dollar and seventy-five cents to four 
dollars a day. In the cities we allow one dollar sev- 
enty-five cents a day. Of course, in the larger cities 
our men are not using automobiles extensively to- 
day because of the difficulty encountered in getting 
through traffic, and the lack of parking space. In the 
country districts the minimum allowance is three 
dollars a day and the maximum allowance is four. 


The amount to be allowed is determined by the 
management, depending entirely on the class of coun- 
try to be covered and the roads and other essentials 
that enter into that part of the job. Despite the fact 
that we have raised the allowance, up until about a 
year and a half ago our maximum was three dollars, 
and it has now been advanced to four dollars, we still 
continue to get a great many compliments from vari- 
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ous territories about the allowance not entirely or 
almost entirely covering the cost of operating the car. 
The large item of expense, however, lies in the cost 


of operating motor trucks. In 1920 we had 47 loc: 
tions and we owned 33 motor trucks, and it cost us 
$358,614 to operate them in that year. The per cent 
of trucking cost to our warehouse sales that year was 
.86 per cent. The per cent of trucking cost to volume 
of merchandise handled was .86 per cent, the same. 

In 1928 we had 71 locations operating 74 trucks 
and the cost is $340,000, in round figures, approxi 
mately $20,000 less than our cost eight years ago, 
when we had 47 locations and 33 trucks, and while 
the cost of trucking to warehouse sales has increased 
somewhat the cost of trucking to the volume of ma- 
terial handled has declined from .86 per cent to .62 
per cent. 

Now, of course, the traffic in the streets and many 
other conditions over which we have no control have 
increased trucking costs. The extension of the free 
delivery area has also increased trucking costs. 

We operate under a budget system. At the first 
of the year, or prior to the first of the year, in Octo- 
ber, to be explicit, our distributing houses send in 
their estimate of sales for the coming year. 

After the sales budgets are sent out and approved, 
the distributing houses send in their estimates of ex- 
penses and investments, and in our budget plan we 
operate on what we call the operating ratio basis. 
We don’t pay any attention to the relation of operat- 
ing cost to sales themselves. The thing we watch is 
the relation of the operating cost to our revenues, to 
the amount of gross profit received. The sales enter 
not at all into those calculations, and we set up in 
this budget an operating ratio for this class of work 
for trucking, for salesmen’s expense and other ex- 
penses, on the basis of its relation to the revenues of 
the business, and we know from past experience just 
about how much it costs us to run each one of our 
jobs. Under this budget plan, after you work with 
it awhile, you get it down to a point where you don’t 
do much guessing, and over a 10 year period our 
sales have not varied from the budget more than 
seven per cent, and our operating costs and other 
revenues come almost within that same margin. 

So we set up in our houses a budget based on the 
way we believe, and they believe, this particular job 
should be operated, and we have been able to make 
some very marked reductions; if we were spending 
relatively today with 71 locations as much money 
as we spent in 1920 with 47, you can see for your- 
selves that our trucking costs would be more than 
twice the amount we are now spending. 

We have been attempting to establish a_ truck 
schedule which we'd live up to. We zone the terri- 
tories and we set up a schedule on the basis of de- 
liveries at certain times. 

Now, in order to live up to that kind of schedule, 
you have got to make up your mind that you can't 
furnish special service to every Tom, Dick and Harry 
on your course, and we have found that we don't 
have to. We have found if you tell a man who is in 
a very great hurry that you (Turn to Page 62) 
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Same People only Think when They are Talking. 





Others only Think 


when They are Writing. The Mass of Mankind do not Think at All 
By MAURICE C, MOORE 


people talk—good talk. That is why I have al- 
ways made a point of attending as many meetings 
as I can. My taste is catholic, but I prefer business 
meetings. I find that they put my wits to work. No 
doubt written accounts of the proceedings if done by 
a skillful reporter may eliminate much that is ines- 
sential or irrelevant, but actual contact enables you 
to grasp your man’s mind better. His attitude 
towards his subject, the opinion you are able to form 
of the degree of his own interest in it, what you feel 
he is aiming to convey (but is perhaps not very suc- 
cessful in conveying) sometimes teach you more than 
what he actually says. 
It is the same with the personal touch everywhere. 
Everybody knows that one interview is worth many 
letters. We write what we feel will be acceptable to 


| FIND that I can think best when I listen to other 


our correspondent on the general estimate we have 
formed of him, but if we can get to him, we are able to 
see something of the trend of his ideas at the moment, 
of his present mood, and we adjust ourselves accord- 
ingly. We may not do that consciously, but it is in- 
Especially when 


evitable, being just give and take. 
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you are endeavoring to “sell” a man is it necessary 
to fit yourself in with the current in which he is mov- 
ing, rather than start a new “current” of your own, 
one with which he may be just then entirely out of 
harmony—which is what you have to risk when 
writing. 

But this is a little digression. I was at a meeting 
a few days ago and one of the speakers made a re- 
mark that I pondered. It was simple—just this: 
“Gentlemen”, he said, “I say—don’t hope, when you 
can know.” That was what he wound up with. 
Then he sat down. The position was this. Some- 
thing had to be done, and on the question at issue 
various speakers had said that they “believed” so and 
so was the case, or that “they had no doubt of” this, 
that, or the other (and when you say you have no 
doubt, very curiously, you mean you are prepared to 
be told that there may be a doubt: have you noticed 
that?) or they had been “so informed.” The other 
speaker was not satisfied. He wanted bedrock. 
“Don’t hope, when you can know.” 

Well, is this not a lance into a fairly common hu- 
man weakness? How often (Turn to Page 86) 
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Here is the Way The 
Rossner Electric Com- 
pany, Kansas City 
Wholesaler, has Built 


up a Yearly Volume 
of $150,000 on Resi- 
dential Lighting 
Equipment 


HEN a house can doa 
business of $150,000.00 
annually in the sales of 


residential lighting equipment, 
it is proof indeed, that many 
wholesalers who are reporting 
less than $20,000.00 worth of 
business done in this line are 
certainly overlooking a_profit- 
able line on which an excellent 
volume is available to those 
who go after it in serious fashion. And, the Rossner 
Electric Co., of Kansas City, Mo., is quite emphati- 
cally one of the latter. 

In Kansas City there are at the present time 128 
licensed contractors who serve this community of 
451,000 people. And, it is no mere coincidence that 
the Rossner Electric Co. are selling residential light- 
ing fixtures to 86 contractors in that city, for that is 
the exact number which, according to William Ross- 
ner, his company is interested in selling. 

Here is a group of men, licensed to do contracting 
work, men who by experience and knowledge are 
trained both in selling and construction, men who 
can meet the inspectors’ demands and men whose 
credit is good. For these 128 contractors the Ross- 
ner Electric Co. has a fixed program, a program 


10 











which has and is working out mutually satisfactory. 
When they get an opportunity to secure a job they 
come into this wholesaler’s establishment with their 
prospects. A large fixture room located on the main 
floor is theirs temporarily to display, demonstrate 
and. quote on the assortment of fixtures which the 
room contains. Considerable thought has been given 
to the kind of merchandise best suited for the 
pocketbook of the average customer the contractors 
bring in. No effort is made to compete with fixture 
houses and department stores for that kind of busi- 
ness which is secured from the man to whom price 
is a secondary consideration. That class which de- 
mands the unique or special can best find it else- 
where. The fixtures in the Rossner room cover, 
however, a wide range of designs and prices, quite 
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sufficient, in fact, to take care of the average demand. 


Here then the customer may pick out his fixtures 
from living room to kitchen, from bedroom to base- 


ment. The prices are all clearly marked, the con- 
tractor knows his discount, the job can be figured 
while the prospect is enthusiastic and the order left 
as they depart. 


It is, however, expensive for contractors to drop 
their own work whenever they get a call for mer- 
chandise of this character and take their prospect to 
this house. Recognizing this fact, Mr. Rossner has 
arranged for any and all contractors to send in their 
customers and prospects. They meet with every 
courtesy and consideration by the Rossner organiza- 
tion, are sold just as strongly as the contractor him- 
self would do, if he were present, and when they 
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leave an order, it is taken care 
of promptly with billing made 
direct to the contractor just as 
though he handled it himself. 
Frequently a contractor re- 
ceives a set of plans on which 
he is asked to figure the fixture 
installation. In that case, he 
will bring it to the Rossner 
Electric Co., where the job is 
promptly figured on the basis of 
the contractor’s cost. What he 
sells at, is of course his own 
business, although he is at all 
times furnished with suggested 
resale prices. If necessary, al- 
though it is not encouraged, one 
of the fixture men from the 
company will help him land the 
business. If, on the other hand, 
a competitor, or any number of 
competitors arrive with the 
same set of plans, they are 
given the same quotations as 
that submitted on the original 
request. All the contractors 
understand this procedure, and 
are perfectly satisfied that it be 
handled in such fashion. 
The company takes care of 
the trade outside of Kansas 
City by means of a 52-page ex- 
clusive fixture catalog issued 
yearly, and a 32-page net price 
bulletin every two months. In 
it, and this is an interesting 
point, they run, what they term 
a “Special,” which is similar to 
a “leader” item used so fre- 
quently by department and 
chain stores. It is not an item on which the price 
has been cut by the company, but it is an item on 
which the price has been reduced by the manufac- 
turer, so that it is profitable to jobber and contrac- 
tor alike. This “Special” pulls orders, and inciden- 
tally (but by no means incidentally from a sales 
viewpoint) practically every order for a “Special” is 
accompanied by the electrical material necessary for 
its installation. 

One feature of this bulletin is that in a town where 
an established customer is located, no other con- 
tractor is kept on the list. He is, so to speak, an 
unofficial agent on fixtures for the Rossner Electric 
Co. in that town. Further, it is the company’s 
policy to mail to none but legitimate contractors. 


One of the arrangements (Turn to Page 40) 
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Interior of Peoria Branch 
Showing Display Counter and 
Some of the Stock 


HE ESTABLISHING of a 

branch house is not planned or 

accomplished solely because a 
company feels it in trend with the 
times to expand their business. On 
the other hand, there are most definite 
reasons why such a step should be 
taken, and it is these reasons alone 
which determine the action of so 
many wholesalers in opening such 
houses. 

The branch office in Peoria of the 
Electric Appliance Co., Chicago, is a 
case in point. It was opened in 
April, 1928, for a most logical purpose. First of all, 
it might be termed a defensive move, for the figures 
on the books of the company indicated that one- 
eighth of the total business being done and profits 
being made were bound up in the Peoria territory 
which included the business being done by salesmen 
Paschen and Krudup. An analysis of this business 
was made, the research work dating back over a 
period of 15 months, and the results of such work 
proved that there had been no growth in volume 
over that period of time. 

Obviously, from the company’s standpoint, it was 
the service problem which was controlling its des- 
tiny in the Peoria territory. This city, located in 
the heart of Illinois, is surrounded by a network of 
interurban tracks, the Illinois Traction System. 
Krom Peoria, shipments can be made to any point 
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H. Krudup, Jr., Man- 
ager, Automotive Sales 
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in its logical territory well within 24 
hours, a time factor with which Chi- 
cago houses cannot well compete. In 
addition, Chicago _ houses’ with 
branches in Peoria were in a position 
to give special service on re-stocking 
their local warehouses. <A _ cartage 
company was _ rendering overnight 
service to this point from Chicago 
eliminating the necessity for carrying 
large stocks. After studying all these 
factors it was clear to the heads of the 
Electric Appliance Co., why _ the 
sales of the Peoria territory could not 
be increased despite the efforts of the capable sales. 
men covering it. 

The Electric Appliance Co. decided to go into 
Peoria, but to do so, with no increase in competition, 
they took over a competitor, the Diamond Electric 
Supply Co., buying only the stock of merchandise on 
a fair basis. 

It then became necessary to devise an operating 
plan, which was built up around the two jobber’s 
salesmen traveling that territory—W. H. Paschen, 
who was appointed manager of electrical sales, and 
H. Krudup, Jr., who was made manager of auto- 
motive sales. In addition, Art Smith was sent down 
from Chicago to become store manager. The 
books, records, in fact everything but service, is han- 
dled out of Chicago, with all three men reporting to 
Mr. Wolf and Mr. Hayes. In effect, there is no 
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House 


Definite Economic Reasons, not Merely a 
Desire to Expand, Should be the Basis for 
The Reasons 


Outlined by the Electric Appliance Co., 


Opening a Branch House. 


well Illustrate this Point 


managerial cost with this plan. Every day the sales 
tickets come to Chicago. The material shipped out 
is deducted from the Peoria stock cards and the 
stock replenished. By this method, stock shipped 
on Monday is replaced not later than Wednesday 
morning. 

Credits are all handled in Chicago, with the 
branch manager having a record of credit limits on 
all customers. 

An interesting sidelight on this branch is the 
initial work done by the jobbers salesmen involved. 

Called in from the road to assist in securing a lo- 
cation and making sales arrange- 
ments, Bill Paschen found himself 
with quite a task on his hands. The 
place decided upon had to be re- 
arranged, the offices being put in a 
balcony which was constructed for 
the purpose. The Diamond stock 
had to be moved and bins built to 
receive it. <A _ list had to be 
made up of the logical materials to 
be carried in stock, and on top of 
it all, salesmen had to be hired to 
cover the territories adjacent to 
Peoria. 


The House, the 

Truck, and the 

Boys Who do 

the Heavy Work 
at Peoria 





W. H. Paschen, Manager, Electrical Sales 


On “Duth” Krudup’s shoulders, as well, consider- 
able responsibility was placed. His was the duty of 
making a layout for his automotive stock, of secur- 
ing such a stock from the main house based on his 
idea of what the normal requirements of that terri- 
tory would be. It all sounds quite simple when 


briefly expressed, but considering the fact that these 
men accomplished all the hard work involved by 
working after hours, at times well into morning, 
too much credit cannot be given them. 













































He Takes Out a Tiny Bottle 


IKNOCKED 
in the First ROUND 





Dear Phil: 
HEY say honest confession is good for the 
| soul, so before I tell you the saddest story 
ever told I will say I have staggered along 

in this game for 22 years, making good all the way, 
and yet I just realized a few weeks ago that I didn’t 
know enough about selling lamps to keep me warm 
in July. If you say that’s impossible, let me remind 
you I was 27 of age before I knew I could carry a 
lead pencil over my ear and after driving my Chev- 
rolet three months I had to get a mechanic to find the 
faucet that drains the radiator. 
_ Naturally, I had a foolish idea that any guy who 
had nothing to do but go after Mazda contracts was 
sitting on top of the world—nice, clean stuff, prices, 
profits and system the same the country over and 
nothing to do but hold out the papers and put the 
pen in the customer’s hand. 

Well, believe me, Big Boy, it ain’t the Duck Soup 
I thought it was at all. You talk to a real lamp spe- 
cialist today and he sounds like an alienist describ- 
ing dementia praecox and paranoia all to once. 
Kirst he splatters you with foot-candle meters, lu- 
mens, beam candle-power, inside frosting, etc., till 
you think he knows more about lamps than Tom 
I:dison, then he’ll wind up with: “I'll tell you more 
about lamps when I finish night school—I’m taking 
a post-graduate course in physics and calculus this 
month.” 

Then, when you learn all that technical stuff, why, 
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eAdventures of 
ARD LUCK 
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By Coir A. (DUKE) SMITH 





OUT 


the others has all been to Nela Park too and where 
are you? You’re peddling a standard brand for 
Hoosis & Co., and what have you got to offer your 
dealer that the next 18 guys can’t duplicate? Well, 
the answer is you have to make some impression on 
him so’s he’ll spit out the other fellow’s hook and 
swallow yours. (Turn to Page 50) 











Who Should Bust 
Through the 
Door with Mur- 
der in his Eye 
but the Factory / 

Man 
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A Preacher Who Cannot Be 
Disregarded 


You Will Listen to Him or You Will Take the Consequences, for He 
is Relentless and there is no Dodging Him 


By DR. FRANK CRANE 


OST preachers we can disregard 
M with impunity. Nobody likes to be 

preached to and a great many stay 
away from church and decline to listen to 
what preachers have to say. There is one 
preacher, however, 
who has a policeman 


cut out the pie and candy if you don’t want a 
too rotund abdomen and a consequently 
shorter life. When he says not to drink alco- 
hol, it is good for you to listen to him. Other- 
wise your arteries will be hardened and lots 
of other things will 
happen to you. It is 





right behind him. You 
will listen to him or 
you will take the con- 
sequences. He carries 
his penalty right with 
him and you disregard 
his advice at your own 
risk. His name is 
Health. 

You can pooh-pooh 
all you please what 
purists say about 
tight lacing, powder- 
ing, etc. Your older 
friends may remon- 
strate with you about 
sitting up too late and 
dissipating and you 
may gaily reply that 
you will never be 
young but once. 
These preachers have 
no claim on you and 
no right to boss you 








quite to your advan- 
tage to do as he says. 
When you disobey 
him, it is only your- 
self that suffers. It 
behooves us all to take 
what pains we can to 
find out what he 
wants and do it. 
When you obey him, 
your ways are ways of 
pleasantness and all 
your paths are peace. 
When you disobey 
him, he will jump on 
you with the stomach 
ache or ruptured ar- 
teries or mental aber- 
rations or something 
of the sort and then 
you will go to more 
expensive doctors to 
repair the damage. 
Sometimes it can be 








around. But when Mr. 
Health speaks, it is a 
different matter. When he prescribes your 
diet, you had better listen, otherwise he will 
put bunches of fat on you where you don’t 
want it and otherwise will take his revenge 
on your anatomy. He lays out certain rules 
for your health and you had better observe 
them. Otherwise he will make wrinkles in 
your face and pull out your hair. He is re- 
lentless and there is no dodging him. You 
must do what he says, and you had better do 
it gracefully for you either have to obey him 
or take the consequences and the conse- 
quences are not always pleasant. 

When he says no sweets, you had better 
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repaired and some- 

times not. It is better 
to listen to the right doctor in the first place 
and the name of the right doctor is Dr. 
Health. 

After all, Dr. Health speaks the simplest 
and plainest language of all the doctors. He 
talks in words of one syllable. His prescrip- 
tions are sun, earth, air, light, water and play. 
This is more easily understood than a lot of 
complicated directions and his treatment is 
more pleasant than having expensive physi- 
cians, nurses and hospitals. He doesn’t cure 
people so much as he prevents people from 
getting sick and, after all, the best medicine 
in the world is preventive medicine. 
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MEN You Should KNOW 


Luther E. Reid 





President, American Electric Company 





UTHER E. Reid was 
born December 8, 
1869, on a farm about 


six miles from Moberly, Mo., 
in Randolph County. His 
father was a native of Ken- 
tucky, having migrated to 
Missouri in 1838. 

There is always some- 
thing interesting and hu- 
morous about the place 
where a man was born, if it 
can be brought out. In this 
case it happens to be, not 
any of the thousands of 
boyhood memories, but a 
never-to-be-forgotten visit 
he paid to his_ birthplace 
some years ago, in company 
with Ben Lipscomb, of the 
General Electric Co. Ben 





A Square-Shooter 


Asked the question as to 
Luther Reid’s outstanding 
characteristic, a number of 
men who have known him 
intimately, answered as 
one: “Honesty.” He doesn’t 
prate of it, never mentions 
it, but practices it in and 
out of business. If you have 
anything coming to you he 
sees that you get it. Ina 
question of right and wrong 
he straddles no fence. 


farmers’ store mentioned, in 
Woodlandville, Mo., as cash 
ier, and was made manager 
a year later. 

Leaving the store, young 
Reid went to St. Joseph, 
Mo., visiting at the home of 
Dr. French. The electrical 
bug was buzzing in his ear 
and he had every intention 
of taking a course in electri- 
cal engineering, feeling that 
this infant industry had a 
great future and would of- 
fer many opportunities. This 
was sidetracked, however, 
when Dr. French introduced 
the young man to Frank P. 
Yenawine, who owned the 
only electrical shop in St. 
Joseph, located where the 
Robidoux Hotel is now. In- 








was going to see his mother, 
while Mr. Reid hankered to 
view again the “Old Homestead” and its environ- 
ments. 

Arriving at Moberly, the party was taken in tow 
by Mr. and Mrs. Sampson, friends of the Reids and 
members of one of Missouri’s oldest families, who 
volunteered to drive the returning visitors about the 
county. Instead of the old mud road of yore they 
found a hard road, and of course were riding in an 
auto many times faster than the old-time horse- 
drawn conveyances. Not allowing for the difference, 
Mr. Reid became more or less lost. Thinking they 
were still a long way from their destination, he in- 
sisted on asking the way at the nearest house. 

It was quite a shock, though a pleasant one, when 
the lady on the porch recognized him, and he found 
himself at the home of an old neighbor, Mr. Mason, 
a former cattle king. The latter joined the party and 
pointed out all the changes and additions in the lo- 
cality. The Brooks School, where Mr. Reid did his 
first studying, was the same, but, alas! the Reid farm 
was but a shadow of its former self. The house, the 
orchards, the woods, had disappeared; the only re- 
maining relics being some cedar trees and a single 
vine of the original Reid grapes. Mr. Reid broke off 
a sprig of cedar for a souvenir, but his wife was more 
practical. She bought some goods at the store where 
he had his first job and made him a nightgown as 
a memento. 

Going back to the boyhood days, Mr. Reid went to 
the Brooks School and later to one in Moberly, also 
taking a course at the Valparaiso Normal and Busi- 
ness Institute. Then he went to the co-operative 
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stead of taking up the 
course Mr. Reid went to work in this shop, in 1893. 
At that time there was not enough electrical work 
in town to make returns worth while, consequently 
Mr. Yenawine had many other irons in the fire, 
among which were a cab service, district messenger 
and telegraph office. As if this were not enough, the 
versatile Mr. Yenawine was also city electrician, 
superintendent of the light plant and State Fish 
Commissioner. He employed only one man and Reid 
was put on the payroll as this man’s helper, with 
duties ranging from cleaning up the shop to selling 
goods. There were no autos those days and our 
subject recalls carrying huge loads of wire and ma- 
terial that would make a one-ton truck shudder and 
back away. However, it was valuable experience and 
he stayed with Frank Yenawine five years. 


In 1898, Mr. Reid founded the American Electric 
Co., in association with E. L. Platt, who was made 
secretary, while Mr. Reid has been president since 
the business started. A rapid and healthy growth 
was enjoyed at the original location on South Sixth 
St., and at the end of five years they were forced 
to move to larger quarters at 220 S. Seventh St. 
This place was remodeled and the firm operated 
there for 10 years. They then had a building erected 
on South Eighth St., to meet their particular re- 
quirements, taking a lease for 15 years. 

In September, 1926, Mr. Platt’s life came to an 
unfortunate end. He died very suddenly while play- 
ing golf, from a stroke of apoplexy. Mr. Reid imme- 
diately bought Mrs. Platt’s interest and carried on. 
Not so long ago he decided to (Turn to Page 76) 




















Luther E. Reid 


President, American Electric Co., St. Joseph, Mo. 
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Chicago's Tribune Tower 
Illuminated 


On the left is shown the Tribune 
‘Tower, on Michigan Avenue, Chicago, 
as it appears at night when the newly- 
installed floodlights at the top of it 
are on. ‘The lights have been ar- 
ranged to bring out the full beauty 
of the Gothic style of architecture 
employed in building this “most beau- 
tiful skyscraper.’"—P & A Photo. 








Measuring Energy Consumed by 


Humans 


One of the most interesting exhibits now 
being shown at the Carnegie Institute in 
Washington, is an apparatus for measuring 
the energy consumed by a human being 
doing light work. The exhibit consists of 
a young lady enclosed in an airtight cham- 
ber operating a typewriter. An exhaust 
pump draws air into the chamber and pass 
es it into a gas analysis device which de 
termines the amount of energy consumed 
by the quantity of carbon dioxide gas in the 
air drawn through the chamber.—Under 
wood Photo. 








Robot Directs the 
Dance 

John Murray Ander- 
son, noted dance direc- 
tor, has, it is said, en- 
gaged “Televox,” the 
mechanical man, to di- 
rect dance routines of 
“Murray Anderson's 
Almanac,” while he is 
busy with other pro- 
ductions. The photo 
shows. Frederick Car- 
penter, Televox, Miss 
Henrietta and Frances 
Mann, in dancing pose. 

Wide World Photos. 
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New GEM Entrance Fitting 


Quality Product With a 
Quick Sales Appeal 



































Phantom view show- 
ing how roominess in 
cap permits easy 


Horizontal 
Entrance 
Conduit 





Vertical 
Entrance 
Conduit 


ERE’S something different . . . entirely 


Ease of installation is another advantage that 
new: The Gem MF Service Entrance 


will help you sell more. To install the new 
Fitting! Its adaptability and time-saving fea- Gem MF it is only necessary to screw the base 
tures crystallize into a quick-sales appeal onto the conduit, pass the wires through the 
that will register with every contractor you cover and replace the cap. Wires are pulled 
show it to . . . and produce profitable orders. through the conduit with a straight line pull, 
and pass through the cover holes without extreme 
bending because of the roominess of the cap. Two 
holes and two knockouts permit the use of two, 
three or four wires. 


One of the big sales points is the ease of installa- 
tion. The new Gem MF is adjustable for either hori- 
zontal or vertical mounting by loosening just one 
screw... without removing the cover or twisting 
the wires. Contractors will appreciate this ‘‘adjust- Salesmen who are quick to see the sales possi- 
able-to-two- positions” feature because it er bilities of these time-saving fea- 
reduces the amount of stock to be carried. tures will push the new Gem MF. 










4 4 4 4 4 4 


For quick reference you should 
have a listing and price sheet 
on the new Gem MF and the 
entire line of Gem Midget fit- 
tings. If your sales manager can- 
not supply you, a copy will be 
mailed on request. 


For many jobs, contractors will 

need Gem MFF {large size} 

entrance fittings. Be sure that 

your house has them in stock 

also, as well as the rest of our 

Midget line of compact fittings 
for inside wiring jobs. 
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Method of assembly for 


horizontal mounting 


CHICAGO-JEFFERSON FUSE & ELECTRIC CO., 1519 West 15th Street, CHICAGO, ILLINOIS 


GEM POWERLETS 
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These 
advertisements 
are Opening 
the door to 
more and 
bigger sales 
for you 
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No-Thread Unilets of the Pull Type 
Made This Job Easy 









This installation was made easy and simple de- For every job—with any size of conduit—and 
spite awkward bends and cramped working all kinds of intersections, there is a size and 
space by using Appleton No-Thread Unilets. type of No-Thread Unilet made expressly for 


No threads were necessary on the conduits. It the purpose. 


was just a matter of loosening the nut, insert- You will find all the types in our catalogue. 
ing the conduit and tightening the nut. A per- Send for yours today. It costs you nothing but 
fect contact was made with a vise-like grip. it will be worth a lot of money to you. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in \o"' to 4" sizes, inclusive 
Sold through jobbers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U. S. A. 


New York—150 Varick St. San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 



























CT 
FITTINGS 
BETTER WIRING 









STANDARD FOR 
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SALES OFFICES: 
BALTIMORE, MD. 
113 EK. Franklin St. 
BOSTON, MASS. 
120 Pearl Street 
CINCINNATI, OHIO 
223 East Third St. 

CLEVELAND, OHIO 

1034 St. Clair Ave., N. E. 


DALLAS, TEX. 
Pacific and Live Oak Sts. 


DENVER, COLO. 
626 Nineteenth St. 


DETROIT, MICH. 
517 E. Woodbridge St. 


KANSAS CITY, MO. 
1644 Baltimore Ave. 


LOS ANGELES, CALIPF. 
706 East Third st. 


LOUISVILLE, KY. 
212 Urban Bldg. 


MINNEAPOLIS, MINN, 
1017 Lumber Exchange Bldg. 


PHILADELPHIA, PA. 
2401 Chestnut St. 


PORTLAND, ORE. 
346 Sherlock Bldg. 


NEW YORK, N. Y. 
Jl Murray St. 


PITTSBURGH, PA. 
405 Penn Ave., Crafts Bldg. 


ST. LOUIS, MO. 
1911 Pine Street 


SAN FRANCISCO, CALIF. 
905 Mission St. 


S. R. FRALICK & COMPANY 


15 SOUTH CLINTON ST. CHICAGO, ILLINOIS 


CANADIAN: 


W. H. Banfield & Sons, Ltd., 
372 Pape Ave., Toronto, Canada 


































The outstanding characteristic of 
Kwikon Fittings—their clean cut 
threads—makes them the first choice 
of electrical contractors everywhere. 

After many years of manufactur- 
ing experience Fralick & Company 
has developed a method of threading 
small conduit fittings cleaner and 
smoother. 

If you will inspect any Kwikon 
Fitting, you will notice how much 
better it is. 

Any one of the Fralick sales offices 
will supply you with further informa- 
tion or samples. 
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—Photo Courtesy of Farran and Zimmerman. Buenos Aires. 


New ideas in Electric Ranges 
—pioneered by Standard 


Standard never has hesitated to pioneer 
new ideas in electric ranges. Many of 
these ideas have departed radically from 
conventional thought on electrical cook- 
ing, but they have proved successful be- 
cause based on fundamentally correct 
principles. 77 Take for example the shelf 
and wall type ranges illustrated above. 
It had been thought that an electric range 
must stand out at least six inches from 


the wall. But the heat in an electric range 
is put to work cooking; practically none 
escapes. There was therefore no good 
reason against placing a Standard right 
in the wall.77 This was a revolutionary 
idea, but it met with instant favor. The 
economy of space, and the ability to 
adapt to built-in kitchen features, follow 
modern tendencies in desirable kitchen 
arrangement. 


Standard has a jobbing policy—and an authorized dealer plan that 
offers the jobber’s salesman an unusual opportunity for making worth 
while dealer connections. - - Full information gladly sent—and we'll 
also be glad to put your name on the list to receive The Standard News 


every month. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 








ELECTRIC RANGES 


“Standard quality is never questioned” 


















[ebruary, 1929 THE JOBBER’S vA SALESMAN 23 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN TILE INDUSTRY 


Representative Wholesale Houses 


Mid-/l est General Electric Supply Co., Omaha 















Here is the main building and the two smaller ware 
houses of the Mid-West General Electric Supply Co., 
Omaha, Nebraska. ‘The largest one, which houses the 
offices and some of the stock, is 122 feet long, four 
stories high and has a large, roomy cellar. It is located 
at 814 S. 14th St., directly on two railroad spurs. The 
two extra buildings shown at the left are used for 
storing ranges, appliances and porcelain stock. Thirty- 
two people are employed at this office. 

The G. E. monograms are 14 feet high and can bx 
seen from all railroads entering Omaha. 










WORLD FAMOUS 


ELECTRIC RANGES 
HEATING APPLIANCES 





Here is an excellent view of 
the combined office and display 
rooms of the company. Note 
the prominence given to appli 
ances in the show case shown 
at the left. 





On the right is the packing 
room of the company. At the 
extreme right of the picture the 
chute, which delivers merchan- 
dise from the stock rooms to 
the packing room, may be seen. 
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hey Say This Sun Rival Will Tan the Skin in 
Half Time 

Below: Here is the latest invention in artificial light 
for the health of the skin. It is said that this “Sun 
Rival” will put a coat of tan on the skin in just half 
the time that the sun will. The photo shows Miss 
lLucille Maisel having her tonsils treated by the new 
invention, 


Canadian Powerhouse to Have 
Capacity of 75,000 Horsepower 

Left: An aerial view of the hy- 
dro-electric plant of the Gatineau 
Power Co., located at Bryson, 
Quebec, on the Ottawa river fifty 
miles above the city of Ottawa 
The power house has a capacity of 
75,000 horsepower in three gener- 
ators of 25,000 h. p. cach. 


Making Propellers Safe for Flying 

Above: Over 200 models of propellers have 
been tested in the Stanford University aero- 
dynamics laboratory since its inception in 1917. In 
its rigorous tests many fantastic propellers hav 
been eliminated from possible use on airplanes. 
The upper photo shows the exhaust end of the 
wind tunnel. This eight-bladed fan sucks in air 
from the funnel-shaped west end and draws it 
through the experiment chamber (left center) 
(Lower) A propeller ready for testing. A motor 
drives the propeller in the wind stream and by 
various instruments its effectiveness with and 
without an airplane model is measured.—Under- 
wood Photo. 












ABR 
AntiShort 


AMERICAN CIRCULAR LOOM COMPANY 


90 WEST STREET NEW YORK 
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Your Contractor Can 


Now Make Money! 


€r of the major reasons why your 


customer, the electrical contractor, 

had failed to make money was be- 
cause he had not known what to charge for 
the materials and supplies which he sold over 
the counter or used on his construction 
jobs. From your invoices to him he had 
known what the materials cost him, but 
when it had come his turn to charge the 
customer he had had no way of satisfactorily 
answering the question “What Price?” So, 
for the most part, he had been forced to 
guess, and you know what happens to a 
contractor when he starts to guess—nine 
times ouit of 10 he guesses himself out of 
a profit. 

The above has been put in the past 
perfect tense because we feel that the period 
of guesswork is now over for the contrac- 
tor. There is a way now that he can price 
his outgoing materials in a way to show 
him a profit on all of them, and this con- 
stitutes one of the most important things 
to you as a salesman that has happened 
lately. 

Beginning with the January issue, Exgc- 
TRICAL CONTRACTING, now being published 
by the same company as THE JOBBER’S 
SALESMAN, began printing a complete resale 
price service for electrical contractors in 
every issue, to be fully revised and kept 
up to date. This price service comprises 
28 pages of ELecrricaAL ConTRACTING, each 
month. It lists by name, catalogue number 
or universal description, at least 90 per cent 
of all the materials and devices that the 
contractor uses in his daily work. After 
each item, and there are thousands of them, 
is given the price at which the item must 
be sold by the contractor in order that he 
may make a reasonable profit. 

Can you imagine anything of more im- 
mediate, concrete worth to your contractor 
customers than this service? It is surely 
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Henry W.Young Edstortal Director 


going to sew up that hole in his pocket 
where his change has been slipping away 

Fifteen thousand electrical contractors ar. 
now getting that magazine, and _perhap: 
there are still more who should get it 
Every jobber’s salesman should consider 1t 
his duty to his contractor customers to sec 
that every one subscribes to Etectricai 
ConTRACTING, and after that makes use oi 
this resale price service constantly, for his 
own benefit. After all, if your customer 
does not make money he is no good to 
you, and here is your opportunity to set 
him on the right road. 


If any of you have not seen this resale 
price service, please feel free to write to 
us, THE JospBEeR’s SALESMAN, for a copy ot 
ELECTRICAL ConTRACTING, and we will place 
one in your hands at once, so that you can 
see what a real opportunity it represents. 
by a little effort on your part, to help put 
all your contractor friends in the money 
making class. 


A Firm Stand 
On Price Cutting 


LL wholesalers are in accord with the 
theory that they have no interest in 
supporting the manufacturer who does 

not fully recognize the wholesaler’s function. 
In practice, however, they do not follow the 
theory 100%. They sometimes give un 
ethical or irresponsible manufacturers busi 
ness when their own interest demands puni- 
tive measures in withholding orders from 
such manufacturers, no matter how attrac: 
tive the price. 

In the rigid conduit line, this tendency on 
the part of many to buy on price alone, re 
gardless of the manufacturer’s jobber policy 
or lack of it, and then the meeting of these 
prices by other wholesalers who carry lines 
under a 100% wholesale policy, has brought 
about a situation in regard to that line that 
is well nigh demoralizing. Wholesalers every- 
where are selling rigid conduit at prices that 
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permit of no profit and in some cases actual 
loss to themselves. 

It is refreshing, therefore, to see a manu- 
facturer meet this situation squarely, and 
with the backing of the Supreme Court's 
interpretation of the Sherman Act, set out 
compel the wholesaler who sells the line to 
sell it at a profit, under penalty of having the 
line taken away if he does not. 

An article appears elsewhere in this issue, 
under the title “Making Prices Stick” that 
gives this manufacturer's recently established 
policy in full detail. Every wholesaler should 
read this and every manufacturer as well. If 
manufacturers who believe in the wholesalers 
would take a similar stand to protect the 
wholesaler against himself, and if the whole- 
saler in turn would get over the idea that if 
he were to refuse to sell a product like con- 
duit at cost or less he would lose his custom- 
er’s business in other lines, the whole situa’ 
tion would be cleared up very shortly. 


- & & 


Business 
Visibility 
IX OUT of 10 master plumbers and 
heating contractors in Philadelphia give 
no indication to the public of what they 
have to sell. In other words, if a man were 
walking the streets of that city looking for 


plumbers and heating contractors he would 
miss 60% of them. 


This low visibility is severely hurting the 
plumbing trade. But there is no excuse for 
that being the case with the electrical dealer, 
who should know all about electric signs, and 
if he believes in his own business should em- 
ploy them. 


We know this is a stale admonition. But 
let every jobber’s salesman keep that one 
thing in mind, to plug away at every dealer 
in his territory and nag him into putting up a 
suitable electric sign over his door. Individu- 
ally you might not be able to succeed. But 
remember, there are half a dozen of you on 

















the average calling every day on every dealer 
in the land. If you will all keep everlastingly 
at it you can make the electrical retail busi- 
ness the most visible of any of the smaller 
retail lines on the street, in the course of a 
year's active campaigning. 


- & & 


A Stimulant 
to Salesmen 


\" ARTICLE appears on page five of 


this issue which should stimulate 

every jobber’s salesman in the elec 
trical industry. In Mr. Joseffy we have a 
man not particularly fitted for the work 
when it was first assigned him, his natural 
inclination and his talent lying in a decidedly 
different direction. Yet, after he had found 
his bearings, as a jobber’s salesman, he pro- 
ceeded to so handle his accounts as to rank 
him among the leading salesmen of his 
company. 


It is, however, not so much what Mr. 
Joseffy accomplished as how he accomplished 
it, that should be of interest to jobber’s sales- 
men. In the face of discouraging competi- 
tion he contacted the particular account de- 
scribed in the article, in such fashion as to 
secure, finally an unusual share of the vol- 
ume of orders which were being placed. 


He did it by hard work, and by, as well, 
an infinite capacity for detail. He knew his 
customer's problems better than the cus 
tomer himself, but knowing them was of no 
consequence without the benefit of a solu 
tion. And so he solved them, solved them 
in a big way with no fear of failure and with 
no hesitation in calling on the biggest of 
specialists available when assistance was 
needed. 


It’s a great story, this selling job of Mr. 
Joseffy’s—great because it brings out clearly 
and forcibly the fact that a jobber’s salesman 
who is alive to the possibilities in his terri- 
tory is a long, long way from being an 
“order taker.” 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numeral; 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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*Eastern States include all between the 


Atlantic Coast and the eastern boundaries of Ohio, 


Kentucky, Tennessee and Alabama 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. ‘Dakota, Nebraska, Kansas, 


Oklahoma and Texas; 





Central States include all between. 
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The Garment Capitol Building, Los Angeles, Cal., 
one of the thousands of commercial buildings 
where the wiring is protected by Youngstown 
Buckeye Conduit. 


Architect—W. Douglas Lee 


Electrical Contractor—Keegan Electrical 
Engineering & Contruction Co 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
General Ofices: YOUNGSTOWN, OHIO 


DISTRICT SALES OFFICES: 


ATLANTA — Healey Bidg 
BOSTON - 80 Federal Sx 
BUFFALO-—Liberry Bank Bldg 
CHICAGO—Conway Bldg 
CINCINNATI—Union Trust Bide 
CLEVELAND—Union Trust Bidg 
DALLAS— Magnolia Bldg 
i ta VER—Conunental Oil Bidg 
DETROIT—Fisher Bldg 
KANSAS CITY, MO a Bidg 
MINNEAPOLIS — Andrus Bldg. 
NEW ORLEANS—Hibernia Bldg 
NEW YORK — 30 Church Sc 
PHILADELPHIA — Franklin Trust Bidg 
PITTSBURGH -— Oliver Bidg 
SAN FRANCISCO-—55 New Moncgomery St 
SAVANNAH-M and M T Terminals 
Fs TTLE—Central Bidg 
T LOUIS—1501 Locust St 
YOUNGSTOWN. Tecnioesh Bldg 


LONDON REPRESENTATIVE — 
The Youngstown Steel Products Co , Dashwood 
House, Old Broad St , London, E c England 


YOUNGSTOWR'BU 


CONDUIT 


Easier Sales and 


more of them 
a Buckeye 


Conduit means more and 
easier sales because (1) it has 
been proved by performance in 
thousands of jobs; (2) it has 
earned the respect of architects 
and engineers who specify it 
and the contractors who install 
it; (3) it is universally known— 
and widely advertised; (4) it in- 
variably repeats. 


With such a background, it is 
but natural that Youngstown 
Buckeye Conduit means easier 
sales and more of them. 


The Penna. Ohio Power & Light Co. pigas where the vast network of elec- 
trical wiring is lastingly protected with Youngstown Buckeve Conduit. 
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customer help himself... 


With C-H Wiring Devices - - - 
a device for every wiring need 


UTLER-HAMMER advertising does more 

than merely acquaint your customers with 
the C-H Line of Wiring Devices. It is planned 
to broaden the market by creating new goals 
for your customer . . . the electrical contractor. 
All this to your profit as well as his. 


Your contractor customer is given a new con- 
ception of what he has to sell . . . his knowledge 
and its effective use in selling complete wiring. 
He is given new sales ammunition—encouraged 
to offer the results of his experience, to the archi- 
tect, building contractor or whoever is in charge. 
He is urged to establish himself as the wiring 
headquarters for his community . . . to build 
good will ... and to protect it by using devices 
of known, accepted quality ... the Cutler- 


Hammer Line. 


A device for every need can be supplied . .. 
with a name which has over a quarter century of 
success behind it. The C-H reputation stands 
on quality and on distinctive devices. A critical 
examination will convince your customer that 
C-H devices assure long life, convenience and 
speed in wiring. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


UTLER 


MODERN WIRING 














C-H Duplex Receptacles are small and 
shallow—designed for easy handling 
and quick wiring. Parallel slots are 
polarized. Contacts are heavy one- 
piece phosphor bronze doubled to in- 
sure firm contact at all times regard- 
less of length of service and to prevent 
stubbing. Approved by the Under- 
writers. 


a ad 


The switch mech- Th % 
anism of the C-H « \ 
Porcelain Socket 
is strong and post- 
tive. The construc- 
tion throughout is 
rugged to with- 
stand years of serv- 
ice. A single as- 
sembly screw saves time in wiring and 
interchange of caps and bases is possi- 
ble. Made in the key, keyless, push- 
button and pull-chain types. Approved 
by the Underwriters. 








C-H Toggle Flush Switches handle 
gas-filled lamps. Built shallow, they 
are convenient to install in any 
standard box. Made in single-pole, 
double-pole, 3-way and 4-way 
types. Approved by the 
Underwriters. 
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NECESSITIES 
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A Solution # the Summer Slump 


It Can be Overcome if Distributors and Refrig- 
eration Manufacturers Would Get Together 








“No One Seems to be Working on It” 

This Cartoon from the January Is- 
sue of THE JOBBER’S SALESMAN 
Brought up the Question Asked Here. 


a JUTHERN electrical whole- 
saler, attracted by the cartoon 
reproduced here, and which ap- 
peared in the last issue of THE 
JopBer’s SALESMAN, has sent in the 
interesting letter and graphs which 
are shown on this page. Certainly 
the problem of the “Summer 
Slump” must have a solution, and 
while the radio “season” is extend- 
ing each year, there is still being 
experienced a decided “valley” in 
the sales curve during the summer 
months. 


Specialties will help to straight- 
en this curve, and undoubtedly one 
of the most logical specialties is 





the refrigerator. As this letter 
points out, nation-wide distribution 
of refrigerators is available to any 
manufacturer who wishes to take 
advantage of the electrical whole- 
salers’ set-up to distribute in that 
fashion. 


Refrigeration manufacturers and 
jobbers alike are invited to ex- 
press through the pages of THE 
Jopper’s SALESMAN their opinions 
and their experiences along this 
line. The letter follows: 


I am interested in the cartoon 
on Page 76 of the January issue 
“The Detour Ahead _ between 
March and September.” Here in 
the South this problem is greatest 
of all and I would be interested in 
a movement instituted by your 
magazine to solve, at least par- 
tially, this problem. 


I am enclosing a graph which I 
believe will interest you and pos- 
sibly certain manufacturers. The 
first graph shows sales by months 
in our own wholesale and electrical 
business. The second graph shows 
sales by months of the local Gen- 
eral Electric Co. on their refrigera- 
tion department. The third graph 
is a composite graph showing sales 
by months if we sold an equal dol- 
lars and cents worth of G. E. re- 
frigerators along with our present 
radio line. Assuming our refriger- 
ation business was not quite as 
large as the balance and with 
slightly increased sales pressure 1n 


the months of February, ani 
March on radio, we would have 
sales curve almost perfect. 

We are not distributors for ( 
E. refrigerators and are so situated 
that we probably may never he 
able to handle this particular line 
—but, I am sure, there are other 
good specialty wholesale distribu- 
tors in much the same position as 
ourselves and it does seem that 
here is a great distribution force 
available for a live manufacturer 
who gives us a competitive prod. 
uct in refrigeration and who sees 
the light and appreciates our abil- 
ity to give him, almost immediate- 
ly, nation-wide distribution. 

Can you tell me why this is not 
being given consideration by the 
manufacturers and the other dis- 


tributors? 
> * * 


G. E. Supply Corporation 
Holds Meeting 

The General Electric Supply 
Corp. held a joint sales conference 
of its houses at Dallas, Houston, 
Oklahoma City, Amarillo, Abilene, 
San Antonio and Tulsa on Janu- 
ary 9 to 12, inclusive, at Mineral 
Wells, Tex. 

The lines which the company 
handles were all thoroughly dis- 
cussed with the manufacturers’ 
representatives on hand, and the 
entire meeting was kept going at 
top speed by W. M. Goodwin who 
functioned as chairman. 

* * * 
Midway, New York, Employs 
Lippman 

Morris Lippman has joined the 
sales staff of the Midway Electric 
Supply Co., New York. Mr. Lipp 
man was formerly store manager 


for S. Vogel, Bronx, N. Y. 


Percent of Total Year’s Business Done Each Month of the Year 
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| for economy, efficiency 
and endurance, 
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Millions of Benco Sockets are being used in 
every conceivable place where economy, ease 
of installation and the endurance which de- 
fies the hardest kind of service are required. 


Heavy Metal Case 





' . 7 . 
Rugged Porcelain Insulation 
Convenient Assembly 


Where hard knocks and destructive atmos- 
pheric conditions would speedily break down 
ordinary equipment, Benco Sockets will give 
unfailing service for years. 

Recommend Benco Sockets when better than 
the ordinary is required and long-time service 
must be assured. 








Benjamin Flectric Mig-.Co. 


120-128 So. Sangamon Street 
New York Chieago San Francisco 
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News From The Wholesale Field 








\ 


Three Western Jobbers Merge 
Under Name of General 
Electric Supply Corp. 

Supplementing the recent an- 
nouncement of the change of name 
of the Capital Electric Co., Salt 
Lake City, comes the report that 
this company has been merged 
with the Butte Electric Supply Co., 
Butte, Mont., and the General 
Electric Supply Corp., of Denver, 
formerly the Mountain Electric 
Co. The three will be known as 
the General Electric Supply Corp. 
Jacob A. Kahn, Salt Lake City, is 
president and general manager, 
with John J. Cooper manager of 
the Denver branch and Ward E. 
Graham manager at Butte. 


Belmont Corp. Remodels 
Display Rooms 

The display rooms of The Bel- 
mont Corp., Minneapolis, Minn., 
are being doubled in size and re- 
arranged, making an_ attractive 
showroom for the dealers who wish 
to show their customers the more 
exclusive merchandise which they 
do not handle. 

The company recently concluded 
a campaign on Christmas lighting 
material which was successful, 
they say, as was also its appliance 
business for the month of Decem- 


ber. 


Henry M. Front Dies 
Henry M. Front, president of 
the Front Co., Wheeling, W. Va.. 
and a member of the National 
electrical Wholesalers Associa- 
tion, died December 10. 
* * x 
ReQua Employs Electrical 
Engineer 
R. A. Whitford, formerly with 
the Consumers Power Co., at Mus- 
kegon, Mich., has joined the staff 
of the ReQua Electrical Supply 
Co., Rochester, N. Y., as electrical 
Mr. Whitford, in addi 


engineer. 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends NY 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. 


tion to his new duties, is in charge 
of the company in W. A. ReQua’s 
absence. The latter is spending 
the winter at Coral Gables regain- 
ing his health in Florida’s wonder- 
ful sunshine. 


*k OK Ox 


Huber in New Home 

The Huber Electric Supply Co., 
Rochester, N. Y., has moved its 
business across the street to 68 
South Ave., where it has nearly 
twice its former warehouse space. 
This move has made possible much 
improvement in the city sales desk 
and display arrangement. 








Great Northern Has Campaign 

The Great Northern Electric A) 
pliance Co., Minneapolis, is run 
ning a three months’ campaign 
January is warming pads, Febru 
ary features waffle irons and Marc} 
will be toaster month. Many mer 
chants are tying in with this cam 
paign, the Pillsbury Flour Mill. 
Co., playing heavily on its bran: 
of waffle flour in all ads. 

ok oK * 


Nelson & Co., Tulsa, Enlarges 

Nelson & Co., Tulsa, Okla., has 
doubled its office and storeroom 
space in the Atlas Life Insurance 
Bldg. 








Western Light & Fixture Co., Los Angeles, submit these snaps, taken at 
their recent winter picnic, in an effort to stir up emulation over Southern 


California’s sunny clime. 


(1) Some of the salesmen. 


Left to right: Fred 


3onde, lampman; Eddie Vath, George Thom, Pete Mowery, Clarence Arm- 
strong, and Johnnie Adams. (2) Jack Bergman in a scene entitled, “Oh, for 


the life of a Promotion Manager.” 
bathing suit of the early °90’s. 


(4) C 


(3) Bill Gary, shipping clerk, wearing a 
. M. Armstrong, credit man, and some 


of the “kids.” (5) Office force ready for a plunge. (6) “The long and short 
of it,’ George Thom, salesman (left), and Henry Loftus, receiving clerk. 
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NEW 
MERCHANDISING 












. GREATER 
MORE SALES § 


ADVERTISING 
PROGRAM 






American Blower Ventilating Equipmenr 


We're getting ready for the rush! Our sales, engineering, production, fabri- 
cating and shipping departments are all preparing for the biggest year in our 
history in 1929. How about the business of your dealers in 1929? Every Jobber’s 
Salesman should have a copy of our 1929 Sales Plan—it’s short, snappy and 
convenient to carry —Send the coupon today— There is no charge or obligation. 


AMERICAN BLOWER CORPORATION, DETROIT, MICHIGAN 
CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


American Rlower 








VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAPT 




















Manufacturers of all Types of Air-Handling @iig@ Equipment Since 168) 
a (838) 
Please send me, without Name ae 
charge or obligation, Firm__ a 7 es 





your 1929 Sales Plans. Full Address 
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ROBERTSON is a new 
Electric Co., 


Henry A. 
man with the Globe 
Seattle, Wash., succeeding Russell 


R. Gray at the counter. Mr. Gray 
is taking the place of F. L. Chase, 
deceased, on orders and pricing. 


Don Hatcu, salesman with the 
Graybar Electric Co., has. been 
transferred from the Pittsburgh 


office to northern Maine territory. 
R. A. Beverly was added to the 
staff recently and is covering the 
Fall River and New Bedford terri- 
tory. 


Tue W. T. McCuttoveu Electric 
Co., Pittsburgh, has added H. 
Matchett to its sales staff. 


TurtLeE & HuaGues, Inc., New 
York City, has two new men—An- 
drew Jackson, salesman, formerly 
with Economy Fuse & Mfg. Co., 
and J. B. Turtle, counter man. 


Ray Free and Jim Walling are 
recent additions to the Graybar 
I:lectric Co.’s staff at Omaha, 
Nebr., the former a salesman and 
the latter working in the service 
department. 


Lyte Batt, formerly with the 
Philadelphia Electric Supply Co., 
has joined the sales department of 
the Lindley Electric Supply Co. of 
Philadelphia. 


RoOpGERS is a new 
counter man with the Salt Lake 
Citv house of the Graybar Electric 
Co. 


J. Henry 


Tue TRIANGLE Electric Supply 
Co., Scranton, Pa., has a new city 
Jackson. 


salesman—Geo. 


A. H. Lane, formerly with the 
Donning Electric Co., is now cov- 
ering northeastern Iowa for the 
Terry-Durin Co., Cedar Rapids, in 


place of J. M. Robinson. 





Nationart Miri Supply Co., Fort 


Wayne, Ind., boasts one of the 
largest electrical jobbing — sales 


forces in Indiana. And this is say- 
ing a lot as National Mill has three 


other departments to worry about, 
namely, mill supplies, plumbing, 
and auto accessories. 

PROTECTIVE Electrical Supply Co., 
Fort Wayne, Ind., is now work- 
ing 14 salesmen. Six are in the 
field, five in the city, and three at 
the counter. 


INDEPENDENT Supply Co., 1312 
Calhoun St., Fort Wayne, Ind., has 
been dissolved. This company 
formerly covered northern Indiana 
and was represented by five sales- 
men, working chiefly in the vicin- 
ity of Fort Wayne. 


Tue Unitep Electric Supply Co., 
Salt Lake City, has employed five 
new men—F. FE. Castro, R. P. 
Crawley, F. E. Wilmot and F. H. 
Boyer as salesmen, and Chas. 
Critchley, a counter man. 





Geo. N. HorrMAN has been tran 
ferred from Graybar Electric Co.'s 
Salt Lake City territory to th 
Denver house where he will take 
on the duties of merchandise ma: 


ager. 


Wm. Davis’ Hawk, Kingston, 
N. Y., has increased its staff by 
two, Harvey Slater being a ne\ 
salesman and Henry Siddon a ne\ 
man in the order department. 


Jobbers’ Sales Activities 
Terry-Durin Co., Cedar Rapids. 
la.—A Century fan campaign was 
started last month. 


Sutton Electric Supply Co. 
Wichita, Kans.—This company is 
running a campaign on Hotpoint 
irons. 


The Schuster Electric Co., Cin 
cinnati, O.—Sales activities on the 
Crosley and Amrad lines of radio 
receivers have been started. 


Varney Electrical Supply Co., 
Indianapolis, Ind.—This company 
started special activities on appli 
ances last month. 








We gathered this attractive ensemble at the Des Moines, Ia., branch of 
Upper left, in the usual order are: Walter C. 
Rardin, Marion Ins, Wire & Rubber Co.; John E. Sweeney, manager of the 
Des Moines and Waterloo houses, and Gilbert A. Hall, Andrae salesman. 
Fred Sanford, stock man; Everett L. 
Tefft, radio sales; Dorothy Newell, stenog- 
O. Morley, 
Sterner, credit department; Dan Reardon, Westinghouse department; Tom 
Truman, pricing, and T. H. Dalton, shipping department. The five-story build- 


Julius Andrae & Sons Co. 


Large group, standing, left to right: 
Blood, order department; L. E. 
rapher; Jap Irvin, salesman, and 


W. 


ing is on the right. 





Se 


r 


(V 





bookkeeper. Below: Car! 
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FLASH LIGHTS 
&BATTERIES 


; 
Hi 
Hie 


ESULTS rung up by the sensational BOND “$10,000 

Slogan Contest” were big!—Bigger, in fact, than 
we have ever dreamed of. Several hundred thousands 
of people took time to investigate the remarkable 
features of BOND Flashlights and Batteries and to 
send us their slogan ideas. 











EY dee 


"he 
Lahore 
2: 


Now, we’re out to make a great success greater! — 
During the months of February, March and_ April 


$200, 000 will bespent 


to put over in an even more impressive way the striking features of BOND 
colored Flashlights and BOND Mono-Cell Batteries. In 152 important news- 
papers and in The Saturday Evening Post large-space advertisements will 
direct attention to these popular new spotlights with their colorful fibre tubes 
and to the amazing BOND Mono-Cells which restore their own power! 


RIDE TO NEW RECORDS wih BOND! 


Climb on the BOND-wagon!... This Spring campaign is only a starter in 
the extensive advertising plans we have mapped out for 1929... Prepare 
for continuous action!— We'll give it to you a-plenty! 


BOND ELECTRIC CORPORATION 
Chicago JERSEY CITY, N. J. San Francisco 


©. 
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Harry Downing was calling on John 
E. Sweeney, manager of Julius Andrae 
& Sons Co., Des Moines, Ia. Mr. 
Sweeney (right) came from Waterloo 


to Des Moines. Since leaving the elec- 
trical business, Harry Downing has 
more time for his real hobby, real es- 
tate, and when he appears all the little 
acres and building lots run for their 
lives. 





Nelson & Co., Tulsa, Okla. 
Benjamin-Starrett panels and cab- 
inets for filling stations are being 
campaigned to the oil and refining 
industry. 





* K * 
Lines Added by Wholesalers 
West Philadelphia Electric Sup- 
ply Co., Philadelphia—This com- 
pany has become a distributor of 
“Apex” radio receivers. 


Gertler Electric Co., New York 
City—Has installed a complete 
line of Murray switches, made by 
the Metropolitan Device Corp. 


Mine & Smelter Supply Co., 
Denver—This company announces 
two new lines, Buss fuses and Ilg 
ventilating fans. 

* * 2K 


Central States Settled 
in New Home 
The Central States General Elec- 
tric Supply Co., Chicago, which 
had been located at 316 S. Wells 
St. for so many years, has settled 
down to business in its new home 
at 350 N. Ogden Ave., where the 
warehouse, general offices and 


show rooms are now located. The 
company also has three service sta- 
tions located at strategic points in 
the loop and on the south and 
north sides—228 S. Wells St., 810 
W. 76th St. and 4141 Lincoln Ave. 
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Jobbers Active in Associations 


J. M. Perlewitz, local sales man- 
ager of Graybar’s house in Salt 
Lake City, has been elected presi- 
dent of the Electrical League of 
Utah. 


* * * 


Death of W. T. Heddinger 


Wilfred T. Heddinger, general 
manager of John E. Graybill & Co., 
York, Pa., died in that city on Jan- 
uary 2, 1929. As the managing 
head of a large and influential 
wholesale establishment he was 
widely known throughout the terri- 
tory and his death came as a shock 
to the many who had not only 
looked upon him as a friend but as 
one of the outstanding, clear 
minded men of the industry. 

* * * 


Delinquent Accounts 


The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as reported to 
the National Electrical Credit As- 
sociation by member manufactur- 
ers and wholesalers through its 
various divisions, for December, 
1928, as compared with the. same 
month the previous year. Also 
these figures are shown for the 12 
months’ period of 1927 and 1928. 





A Novel Announcement 
Here is the manner in whic! 

Turtle & Hughes announced th 

opening of its new branch. 

Friend Jerseyites, have you heard 
the big news 

From the electrical jobbers, Turt}: 
& Hughes? 

In Elizabeth, New Jersey, their 
new branch store, 

On January second, opens its door, 

At Rahway Avenue, Four Thirty 
Nine, j 

On the Lincoln Highway, and wit! 
a full line, 

Ot standard electrical jobbing sup 
: plies, 

To meet every need that may arise 

Phone our store, and avoid delay, 

In the very next emergency that 


comes your way. 
ee ae 


Sackett Issues Order Book 

An order book has been sent to 
its dealers by the H. I. Sackett 
Electric Co., Buffalo, N. Y., which, 
besides containing 50 order blanks 
in duplicate, shows the principal 
lines handled by the Sackett Co. 

On the back cover of this book 
is an announcement to the effect 
that the H. I. Sackett Electric Co. 
is closing out its entire stock of 
retail merchandise and will be « 
100 per cent wholesale house on 
and after May 1. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
DECEMBER 31, 1928 
NUMBER OF ACCOUNTS REPORTED 








% % 
Increase Increas« 

December or 12 months or 
Division 1927 1928 Decrease 1927 1928 Decreas« 
NEON bow san cbieakacwss 285 227 —14.3 % 3620 3374 — 6.80% 
Middle & Southern Atlantic.. 137 143 + 4.38% 1999 2202 +410.2 % 
New (amend 65s oct bcs 147 149 + 1.36% 1883 1591 —14.6 % 
Pace Woast 305221556. eNe 25 § —68 % 220 139 —36.8 % 
ec | ee Oe ee ee ae re 807 580 —28.1 % 10524 8764 —16.7 7 
pis Serer eS 1381 1107 —19.8 % 18226 16070 —11.8 % 

TOTAL AMOUNTS REPORTED 

% %o 
Increase Increas: 

December or 12 months or 
Division 1927 1928 Decrease 1927 1928 Decreas« 
New York ........ $ 47,678 $ 50,013 + 4.9 % $ 565,220 $ 506,169 —10.4 % 

Middle & Southern 
A ers. 12,850 19,839 +544 % 236,033 283,870 +20.3 % 
New England ..... 17,599 17,7066 + 6 % 221,296 199,400 — 9.89% 
Pacific Coast ...... 3,192 1,197 —62.5 % 26,532 19,029 —28.3 % 
Genital. cee se 116,145 81,471 —29.9 % 1,186,226 1,049,816 —11.5 % 
TOTAL «.0523 $197,462 $170,226 —13.9 % $2,235,307 $2,058,284 — 7.9 % 
AVERAGE AMOUNTS 
December 12 months 

Division 1927 1928 1927 1928 
EC, ae rar ee eens Ee eee er Ars $180 - $220 $1878 $1837 
Middle & Southern Atlantic ............. 94 139 1426 1546 
Nir UENO oo 5 654 cies Gees WERNER eS 119 118 1425 1508 
Panic Caast’ 626.0 3.5 0 eC ee eee 128 149 1717 1484 
Co eer re erat ee ee ae 144 140 1356 1439 
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Get More Business From These Men 


Selling panelboards is a good way to get the staples on any wiring job, for panelboards are the 
principal part of the job. @@ Panelboards are developed so that by a little thought and study 
the requirements on most jobs can be easily figured. You can do it to the betterment of your 


selling job. 


@ Panelboards are widely and consistently advertised and known to the 


the safety and low 
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Kansas City, Mo. 
Los Angeles, Calif. 
Memphis, Tenn. 
Minneapolis, Minn. 
New Orleans, La. 


Atlanta, Ga. 

Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, Ill. 


Cincinnati, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 


Jacksonville, Fla. 





Architect and Electrical Contractor. 
tion of unit constructed panelboards with right-price first estimates have 
cleared up panelboard problems. 


quick delivery and better service to your customers. 
not have the €@@ Jobbers Plan, ask your sales manager to send for it 





They agree that the @@ standardiza 


They agree that the lasting qualities, 
maintenance features of @ Panelboards are unequalled 


@ Panelboard cabinets are stocked by most good jobbers, facilitating 


If your house does 


In the meantime get the @ Catalog—get behind this job of 
selling panelboards and build more business for yourself 


Arank Adam 


LECTRIC COMPANY 


ST. LOUIS 


E S 
San Francisco, 
Seattle, Wash. 
Tampa, Fla. 
Tulsa, Okla. 
Montreal, Que. 


OFFIC 


New York City 
Omaha, Neb. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Richmond, Va. 


Calif. Toronto, Ont. 
Vancouver, B. C. 
Walkerville, Ont. 


Winnipeg, Man. 
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Hirshfeld Establishes Business 

Max Hirshfeld, well known to 
the electrical supply business of 
Metropolitan New York, St. Paul, 
Minn., and Chicago, has estab- 
lished a wholesale electrical supply 
firm at 644 Sixth Ave., New York 
City. he company, which operates 
under the name S. & S. Electrical 
Supply Co., will concentrate on re- 
tail and chain stores. 

Mr. Hirshfeld, besides 
knowledge of the supply branch of 
the industry, is also credited with 
a number of inventions and devel- 
opments in lighting fixture and 
switch devices. He was one of the 
pioneers in the toggle switch field. 
He has been in the electrical busi- 
ness since 1896, and during the 
course of his career has been sales 
manager, purchasing agent and 
general manager for various elec- 
trical supply houses 


his 


<8 


Operating Costs 
Among the many activities of 
the National Electrical Wholesal- 
ers Association, which make mem- 
bership in it so highly valuable to 


any electrical wholesaler who 
views his business from a_ broad 
and progressive standpoint, are 


those which have to do with re- 
search into the vital statistics of 
the business. One of the recent 
contributions of this nature by the 
association is a comparative study 
of operating costs. 

The reporting houses were 
thrown into three groups, (1), (2), 
and (3), differentiated by volume 
only and the figures given below 
are averages of actual figures in 
past transactions. While no at- 
tempt has been made to indicate a 
model set of operating costs for 
various sized houses they never- 
theless present a picture of facts 
that are highly illuminating to the 
average wholesaler. 


GROUP AVERAGES 
E F 





J. B. Strothers of the Matthews Elec- 
tric Supply Co., Birmingham is shown 
here taking a little rest after selling 
four ranges in one day at Luverne, Ala. 





McKew Parr Writes Stories on 
South American Trip 


The current house organ has just 
been received from the Parr Elec- 
tric Co., New York City, entitled 
“Parr-a-graphs.” It contains in- 


teresting descriptive stories by 


McKew Varr, president of the 
company, on his trip to South 
America. It is illustrated with 


photographs taken of places he vis- 
ited. 


Ford Tops List 

ID. LE. Ford, Northland Electric 
Supply Co., Minneapolis, Minn., 
won a wrist watch for having one of 
the best lighted homes in the Elec- 
tric League’s Christmas outdoor 
lighting campaign. W. R. (Tom- 
my) Thompson, supply manager 
of the company says his folks are 
pushing the new Williamson futur- 
istic fixtures and they are going 
like hot cakes. Included in this 
campaign is the new line of glass- 
ware recently put on the market by 
Inland Glass Co., Chicago. 


No. A zg D G H I J K 

1 486 85% 25% 27,555 22,039 10,954 29,363 89,916 3.84 6.58 18.5% 

2 913 67% 44 54,358 38,838 15,192 46,619 115,015 3.54 5.33 16.9% 

3 1577 73% 81 114,889 63,118 32,838 84,251 295,102 3.82 5.47 18.7% 
KEY 


Group 1—%$ 300,000 to $ 600,000 
Group 2—$ 600,000 to $1,200,000 
Group 3—$1,200,000 to $2,000,000 
A—Volume of business in thousands. 
3—Percentage of sales shipped from 
warehouse. 
C—Total number of employees (in- 
cluding executives). 
D—Selling expense. 


E—Service and warehouse expense. 

F—Financial and accounting expense. 

G—Administrative expense. 

H—Total expense (Sum of D, E, F 
and G). 

I—Turnover of investment. 

J—Turnover of stock. 

K—Operating expense ratio. 


C. S. Tay Holds Two Jobs 


C. S. Tay, head of the compan 
which bears his name in Chicag. 
besides being a successful radi 
distributor is also an editor of n., 
mean ability. Mr. Tay has orga: 
ized a house organ called “Radi, 
Tayles” so that he may spread t. 
all his dealers the many valuable 
merchandising ideas which he 
gathers in his close contact with 
his trade. 

* * x 


Building Volume on Residential 
Lighting 
(Continued from Page 11) 

which has made a hit with the cus 
tomers of this company is their 
policy on new fixtures. A manu 
facturer brings out a new number 
at a certain price. If later it is 
discovered that the demand for 
this particular item has made pos- 
sible quantity production, the price 
is lowered, Rossner is rebated for 
the difference, and in turn the con- 
tractor receives a credit memo on 
those which he has purchased. 


Another valuable point in the 
Rossner policy is its method of 
handling a customer who drops in 
to buy a fixture. A choice is made, 
the fixture sold, and the money or 
check accepted. The employee 
then ascertains what contractor 
did the wiring in that home, and 
a credit memo is immediately 
mailed him. 


Selling fixtures is pretty much 
of a game in itself and Mr. Ross 
ner feels that no wholesaler can go 
far in it without the services of a 
fixture specialist. The man should 
not only know the line, but he 
should, as well, know the require 
ments of the inspectors. A large 
order could be taken by a sales- 
man for residential Aighting, and 
then he might slip up on some in 
stallation feature which the inspec 
tors would not pass. 


The fixture business, according 
to Mr. Rossner, is getting more 
desirable for the jobber, as the 
contractor no longer wants to take 
the time and trouble to buy the 
parts as he once did and assemble 
them himself. He now wants them 
assembled, wired, and ready to 
hang, and, right here is where the 
jobber can step in and do a mer- 
chandising job. 







































































The capacity of a fuse 
is known by its color 


NO 


Simplifies Inspection, Makes Easy Selection 
and is Instructive to Users. 











A colored band around the edge of the 5 unit cartons indicate 
the capacity of the fuse the box contains. A help to 
storekeepers, stock-clerks and others to select and 


know the sizes on the shelf and bins quickly 


Let this serve as 


10 AMP. your guide 


They’re packed 

in § unit cartons 

to facilitate merchandis- 
ing - have the clear mica 


Free 
window that shows when Samples 
they blow - and possess the 


qualities of large center a ; . } on 
full threaded heavy shell and all \ 

uest 
porcelain non-shock top. Neo ad- Req 
ditional charge will be made 
for the colored top. 


Approved by 

Underwriters’ 

Laboratories, Inc., 

Hydro-Electric 

Power Commission 

of Ontario, and the 

following: Modern Pris- 

cilla, Good Housekeep - 
ing Institute and Herald 

Tribune Institute. 


Trico Fuse Mfg. Co., Milwaukee, Wis. 


Your jobber can obtain TRICO “COLORTOP” fuses for you if he does not have them in stock. 


WARNING! The Colored Top for fuse plugs is fully protected. 
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Here is the 


New 


Hubbell Candle Socket 


APPROVED 


a radical departure 
from past design 


and construction 


FEW weeks ago the new Hubbell Pull 

Socket was presented and accepted en- 
thusiastically by the fixture industry as the 
greatest improvement in 15 years. 


Here is the new Hubbell Candle Socket ... as 
radically different ... as greatly improved as the 
new Hubbell Pull Socket. 


The simple design and construction of the 
mechanism which will lengthen the socket 
life and eliminate trouble ...the smoother 
action ... the greater wiring ease ... the instal- 
lation convenience provided by the new de- 
sign of the Hickey.... every feature of this 
new Hubbell Candle Socket is sure to win 
instant approval. 


A few of the details are given here—go over 
them. Then get in touch with the nearest 
Hubbell office for complete information and 
samples. 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT, U. S. A. 


HUBBELL 


GES 
Ko] 





Candle Sockets 
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An improved Hickey... 
easy to detach and adjust. 


Hickey has been redesigned for greater wiring ease 
and installation convenience. Note these features: 
Easily detached from socket or adjusted by loos- 
ening one screw instead of the usual two. (See 

arrow No. 4). 

Hole provided for inserting screw driver to 
tighten on fixture. (See arrow No. 5). 

Bushing for attaching to fixture has five full 
threads and set screw. (See arrow No. 6G). 


New simplified mechanism 
smoother action—trouble-free 


Note greatly simplified me- 
chanism. Only a few parts, 
simple but sturdy in construc- 
tion for longer, trouble-free 
socket life. 

New tripping mechanism is 
smooth and positive in action 
—fibre segment engages com- 
mutator directly—(see arrow 
No. 1). 

Stop for paper shell which can 
be depressed to take glass or 
fibre candle—(see arrow No. 2), 
Wiring terminals on one side 
for convenience—no need to 











move socket around to wire— 
(see arrow No. 3). 


Ratchet and chain brought to 
complete stop when clasp 
reaches stop — no strain on 
fibre segment—cannot pull out 
—(arrow A). 

A one-piece porcelain body for 
strength and proper alignment 
—(see arrow B). 





Parts are riveted to porcelain 
wherever possible—fewer 
screws to loosen under vibra- 
tion and continuous service. 

















—_ > a ca we 


—— a i a a ee 
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Making Resale Prices Stick 


A\ recently adopted merchandis- 
ing policy by one of the old line, 
100 per cent jobber policy manu- 
facturers, is of particular interest 
since it embodies the Supreme 
Court’s interpretation of the Sher- 
man Act relating to the mainte- 
nance of resale prices and a manu- 
facturer’s right to exercise his own 
independent discretion as to the 
parties with whom he will deal. 

The company establishing this 
policy is the American Circular 
Loom Co. The idea back of it is 
to benefit the wholesaler. As a 
large percentage of the company’s 
tonnage in rigid steel conduit is 
merchandised on the consigned 
stock plan, with the wholesaler as 
an agent, and the manufacturer 
therefore owning the stock, its re- 
sale price can be legally fixed by 
the manufacturer. This company 
has consequently taken the posi- 
tion of forcing the wholesaler to 
make a profit on his goods by re- 
quiring the wholesaler to sell these 
goods at certain predetermined 
prices. 

In the case of conduit sold out- 
right to the wholesaler a suggested 
resale price is made, and it is then 
the right of the manufacturer to 
terminate business dealings with a 
wholesaler who disregards these 
prices. 

On the date of December 19, 
1928, the American Circular Loom 
Co., sent a letter to all jobbers of 
electrical supplies announcing this 
| The letter follows: 

“For many years this company 
as followed a jobber plan of sale, 
hat is, we secure distribution of 
ur products solely through job 
ing channels; we continue this 
cndeavor and one of the things re- 
onsible for our enlarging busi- 
ess is this policy. We feel this is 
Ipful to the jobber and in the 
ain we have enjoyed jobber co- 
peration. There has been lacking 
ough—and this has been most 
cident and distressful in the re- 
nt past—the maintenance of a 
ficient spread between jobber 
st and selling price to yield a 
tisfactory profit to the jobber. 
'o put the matter in another way 
the practice of price-cutting in 
lling rigid conduit has been 
owing. This is not helpful to 


licy. 


s 


f 





the jobber, the manufacturer or the 
contractor—the latter being in ef- 
fect the consuming public; on the 
other hand, it is distinctly injurious 
to all of these interested parties, 
for it has a demoralizing effect on 
the market. 

“The Federal Trade Commission 
in an unanimous report to Con- 
gress spoke in condemnation of 
price-cutting, saying that the con- 
suming public did not enjoy suf- 
ficient benefits from the practice to 
compensate it for the injuries fol- 
lowing the demoralization caused 
by the price-cutting, because in the 
long run, unrestrained price cut- 
ting tends to impair, if not to de- 
stroy, the production and distri- 
bution of articles desirable to the 
public. And the Supreme Court 
has said: 

“* * * the Sherman Act does not 
restrict the long recognized right 
of a trader or manufacturer en- 
gaged in an entirely private busi- 
ness freely to exercise his own 
independent discretion as_ to 
parties with whom he will deal. 
And, of course, he may announce 
in advance the circumstances 
under which he will refuse to 
sell.” 

And later the same Court said: 
‘By these decisions it is settled 
that in prosecutions under the 
Sherman Act a trader is not 
guilty of violating its terms who 
simply refuses to sell to others, 
and he may withhold his goods 
from those who will not 
them at the prices which he fixes 
for their resale.” 


sell 


“We feel, therefore, that because 
of the reason given above in the 
first paragraph, it is fitting that we 
announce as our policy, effective 
forthwith, that we will refuse to 
make further sales of our rigid 
steel conduits, ‘Xduct’ and ‘Elec- 
troduct’ to any jobber who shall 
fail to observe the resale prices es 
tablished as follows: 

“Direct Shipments, Carload Lots :— 
Shipments from mill direct to job 
ber’s customers will be sold by the 
jobber at base discount plus one 
(1) point preferential less five (5) 
and five (5) and five (5) per cent 
for cash, usual terms and freight 
adjustment by carload rate of 
freight. (On such carload ship 
ments, the jobber’s cost is the 
same, subject however to payment 
by us to him of two and one half 
(21%) per cent commission.) 

“Less Than Carload Lots:—A\l 
orders for 10,000 pounds and less 
than carload lots for direct ship 
ment from mill to jobber’s cus- 
tomer will be sold by the jobber at 
base discount plus one (1) point 
less five (5) and five (5) per cent 
for the usual terms and 
freight adjustment by L/C/L rate 
of freight. We will make no mill 
shipments direct to jobber’s cus- 


cash, 


tomer in lots of less than 10,000 
pounds. (The jobber’s cost on 
10,000 pounds and over, direct 


shipments, is base plus one (1) 
point preferential, less five (5) and 
five (5) per cent, and five (5) per 
cent for cash adjusted by L/C/I. 
rate of freight.) 

“From Jobber's Stock:—All sales 











Se ee. 


Here is assembled the 
Mo. 


Reading from left to right: C. B. 





sales force of the Brown & Hall Supply Co., St. Louis, 


Hopkins, Frank Newberry, J. L. Riley, 


Albert H. Brown, T. F. Maher, Walter F. Cook, Henry C. Ucker, Jr., Fred A. 


Wiebe, vice-president and sales manager, Ross Bozarth, Norman L. 


Brown, 


president, Roger Pigeon, Atwater Kent representative, L. N. Westmark, O. G. 
Morgan, O. Duley, Norman B. Elrod, W. W. (Wild Bill) Dancy and Forrest 


3rewington. 
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made from same amounting to 
10,000 pounds and over will be at 
base discount less five (5) per cent 
for cash, adjusted by carload rate 
of freight, delivered on the job 
within the usual limits applicable 
to jobber’s city. On less than 
10,000 pounds the selling price may 
be at jobber’s option, provided it 
is a higher price than for lots of 
10,000 pounds and over. (The job 
ber’s cost in carload lots is base 
plus one (1) point preferential less 
two fives and five per cent for cash 
adjusted by carload rate of freight. 
If jobber purchases in smaller 
quantities for his stock his cost is 
on 10,000 pounds and over, base 
plus one (1) point preferential less 
two fives and five per cent for cash 
adjusted by less carload rate of 
freight. In lots of less than 10,000 
pounds to jobber’s warehouse, the 
jobber cost is base discount, ad 
justed by less carload rate of 
freight, less five (5) per cent cash.) 

“While it is legally permissible 
for us to make this announcement 
of resale prices, it is not legally 
permissible for us to accept any as 
surances or promises from any of 
our customers that they will con 
form to these 
prices. 

“Those jobbers being distributor 
agents, who are carrying our rigid 
conduits on consignment, have 
been instructed to observe resale 
as follows, on all withdrawals from 
such stock. 

“10,000 Lbs. and Over: — All 
single sales amounting in quantity 
to 10,000 pounds and over will be 
at base discount less 5 per cent for 
cash, subject to usual freight ad 
justments delivered on the job 
within the usual limits applicable 
to the city in which the stock is. 

“Quantities Less Than 10,000 
Lbs.:—We have established no dis- 
count for this, but leave the matter 
to the jobber’s option, provided the 
selling price on such quantities is 
at a higher price than for lots of 
10,000 Ibs. and over from such con 
signed stock. 

“We sincerely trust we will re- 
ceive your co-operation. It need 
hardly be added that our purpose 
is one of service to our trade, an 
attempt to be helpful, and correct 
to such extent as we can a growing 
abuse and tendency to demorali 
zation in our market. 


suggested resale 





Frank Ketcham Made President 

At the first Directors’ meeting 
of the employee-owned Graybar 
Electric Co., Albert L. Salt was 
elected chairman of the board, and 
rank A. Ketcham, president, suc- 
ceeding Mr. Salt. 

Albert L. Salt started as an of- 





Frank A. Ketcham 


fice boy with the Western Electric 
Co., at the age of fourteen. He 
later was mail clerk, bookkeeper, 
salesman, assistant manager of the 
New York office and then became 
general purchasing agent and traf- 
fic manager with the title of vice- 
president. In 1926 he was made 
president of the Graybar Electric 
Co., when that company was or- 
ganized out of the supply depart- 
ment of the Western Electric Co., 
and on January 1, 1929, became 
chairman of the board of directors. 

Mr. Ketcham started to work 
for the Chicago office of the com- 
pany he now heads in 1900. After 
serving his apprenticeship in the 
stock room, he worked through the 
various clerical jobs and in 1906 
became chief clerk. A year later 
he was advanced to the assistant 
managership and in 1911 became 
manager. In 1918, he came to the 
executive office in New York as 
general manager and with the for- 
mation of the Graybar Electric 
Co. to succeed the supply depart- 
ment of the Western Electric, Mr. 
Ketcham became executive vice- 
president. 

At the same time the number of 
directors was reduced from nine to 
seven and Walter J. Drury of New 
York and W. P. Hoagland of Chi- 
respective eastern and 


cago, 








central district managers, were ap- 
pointed to fill the two then exist- 
ing vacancies. 

This is the first official act of the 
new Graybar organization which 
company, it will be recalled, was 
recently purchased by its employ 
ees from the former owners, the 
Western Electric Co., and on Jan 
uary 1, 1929, the company actually 
passed into the hands of the new 


owners. 
* k 


United, Salt Lake City, Holds 
Radio Dealer Convention 


What is said to have been the 
largest radio dealer convention 
ever held in Salt Lake City took 
place recently at the United Elec- 
tric Supply Co.’s convention at 
which 200 firms were represented. 


* * * 


Ruble Heads Sales Managers 
Association 


LL. S. Ruble of the North Coast 
Electric Co., Seattle, Wash., has 
been elected president of the Seat- 
tle Sales Managers Association. In 
addition to doing some work, Les is 
also on the board of trustees of the 
Seattle Chamber of Commerce and 
vice-president of the Earlington 
Golf Club. 





wi) 8 


Gordon Howe has been with th 
Northwest General Electric Supply ©o., 
formerly Peerless Electric Co., Minne 
apolis, for 15 years, so this picture 
ought to be of interest. He’s a happy) 
cuss, with only one trouble in the 
world—finding a place to park, and 
even that he takes rather good 
naturedly. 











atch 
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WHERE INDIVIDUAL LIGHT IS NEEDED—THE BUSS WILL FIT 








% — 
tiie 














Wm. D. Frick, 


H. C. ROBERTS ELEC- 
TRIC SUPPLY CO., Syra- 
cuse, N.Y., received $10.00 
for this report of an un- 
usual use for BUSS Lights. 








Sites W, Platt June } 
» * Busoma,7 tion _ §. 1929, 
ain B U S 1 Universit, 5° Co, Neer. 
i ' St, Louis, he 80 Corson 
. ] ™ Dear Sir. 
tt 24 sya 2oetati on me Onday = 
P e. I "ew or oe al. 
Another Proof that where you entire” Mee. noe ePAPat on “of ate had ar ttROb: te ny, 
e x - ec ~ONnve - 
least expect it a new BUSS Gone and diese Of thet? city cptYention, oh tn 
Light use may show up “MOmOb ten 10 eP etal ag Ut lding wire, the” 
OF OF the oo tard nodes ora- 
inspect e a Conventy, dels o 
Off hand, one wouldn’t connect BUSS Lights thie are wore tne deters, “tthe Cars wor, 
with automobiles. But here’s an example of How — aifstion vay &kested xo, £rtunacginst the inesct, the 
ae - 2; e- Ve 
one enterprising salesman helped an automobile  '* *¢ was'2, 2055 Ligns™! "2 wine? 5058 rpn2°d in on 
° me . a . P s. 
dealer to solve a problem of individual lighting and "She eating grottOet mag mele cur, me 
. . . ° 
sold a nice order of BUSS Lights. Think what a “Play care” Pleas 
great number of other uses this one instance might ™r:o "Owe very tons 
. . . . y, 
lead to in the display of automotive equipment 
alone! (stoma ) W4103 
am, Frio, 


tails and shows how easy it is to find unusual uses which can be featured in this or 
for BUSS Lights if you just keep them in mind. other publications. Send them in. 


BUSSMANN MANUFACTURING CO. UNIVERSITY AT JEFFERSON, ST. LOUIS 


The salesman’s letter at the right tells the de- $ 1 ~) FOR EACH of your experiences 
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Thank You, Mr. Erstrom 
To the Editor: 

I have just read the editorial by 
Peter Sampson in the January issue 
of THE JOBBER’S SALESMAN. I believe 
that a series of such articles would 
prove to be of great benefit to the 
entire radio industry and the radio 
wholesaler in particular. 

Messages from the important men 
in the industry always have consid- 
erable bearing on the activities with- 
in the industry, and I wish to com- 
mend you highly for the start of 
such a series of messages. 

H. G. ERSTROM, 
Executive Secretary-Treasurer, F.R.T.A. 


* 


« * 

We Should Hear From Balti- 

more on This 
To the Editor: 

[ notice in your January issue 
of the “Jobber’s Salesman,” page 
48, under the title “Competitive 
Golf,” the fact that the repre- 
sentative team of the Baltimore 
Electrical Industry, defeated a sim- 
ilar team from Washington by a 
comfortable margin. 

I notice that the author of this 
article has failed to sign the same. 
Wish to advise that at this time 
the article is incomplete. I feel the 
crowd from Baltimore did not ap 
preciate the fact that they were 
our guests, and for that reason, we 
submitted to defeat. There was 
considerable comment after this 
contest, so we proceeded to go to 
Baltimore and put them where 
they belonged. 


Letters 
to the 
Editor 


I am asking you, in fairness to 
all concerned, to kindly communi- 
cate with the author of this article, 
and ask him to give you the final 
results. 

With kindest personal regards, I 
am 

Very truly yours, 
ANDY GUMP 
Washington, D. C. 


P. S. The official photographer 
of the Baltimore team obtained 
numerous pictures before the 


match. No doubt he was confident 
that he could have used these in 
case of victory, but I fear that he 
has destroyed same. 


sk ke 
* « 


Sales Conference Number 
Liked 
To the Editor: 

We got some very good remind- 
ers from your “Sales Manual” and 
the copies of THE Jopper’s SALEs- 
MAN for one of our sales meetings. 
This is not unusual though, be- 
cause all through the year we pick 
up ideas from your publication. 

C. T. HAYDEN, 

Secy. & Treas., Spring & Buckley 

Elec. Co., New Britain, Conn. 


Let’s Hear From the Manu- 
facturers 
To the Editor: 

We notice in the article in the 
January THE JOBBER’S 
SALESMAN, suggestions from many 
wholesalers that a general revision 
of discounts should start with the 
manufacturer. Kindly advise if you 
have approached the manufactur- 
ers with a questionnaire or an in- 
quiry on the subject. 


issue of 


It may be that the industry has 
outgrown the old system of dis- 
counts and it may be that an 
inquiry to fifteen or twenty repre- 
sentative manufacturers might pro- 
duce some good, sound information 
on the subject. 


We are suggesting the above {o; 
your consideration, thinking that j; 
might result in some good to the 
entire industry. 

JOHN J. COOPEk 


Pres., Mountain Electric Co., Den: 
. +s 


Coast Jobbers Visit Chicago 

Charles Walters of Los Ang¢cles 
and James Barrett of San Fran 
cisco, managers of the Los Angeles 
and San Francisco offices of [is 
tenwalter and Gough, large wes: 
coast radio distributors, visited the 
Chicago office of the Sonatro: 
Tube Co., during the week of Jan 
uary 10. 

The prospects of radio on the 
west coast for 1929 were discussed 
at length with Mr. Harry Chirel 
stein, vice president of Sonatron 
in charge of the Chicago office. 

a * ok 


The Value of Speed 

Here is an interesting paragraph 
taken from a letter received by a 
sales manager from a young man 
who was making his first trip on 
the road as a salesman. 

“T cleaned up—today with no re- 
sults, as you will note from my 
orders. Everyone who wasn’t a 
dyed in the wool ‘another house’ 
man, needed nothing. I went 
through fast as it seems everybod\ 
was in.” 








C. L. Barrett, besides being somé 
what of an old timer with Great North- 
ern Electric Appliance Co., Minneap- 
olis, was an all-around athlete in th 


old days. What’s more he still does 
his stuff now and then. C. L. played 
basketball against the Athletic Club 


team when the plant was opened about 
1914. 
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ao LV MOEMORIS .... SCREWLESS 
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On the wall—a crea- 
tion of the jeweler’s art, 
Buchsbaum _ Switch 
Plate Creations. 


On the sideboard—a 
product of the silver- 
smith’s craft, a beautiful 
coffee service. 














This fashionable switch 
plate along with its new 
companion piece—the re- 
ceptacle plate are avail- 
able in gold, silver and 
12 colors. 





Wholesalers now be- 
ing appointed. 


EQUAILILY IFIINIE 





UCHSBAUM 


Puc Plate Creations by 


S. BUCHSBAUM & COMPANY 


159 N. State St., Chicago, Illinois 











of Fine Jewelry for Forty Years 
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BUILDING N. EASTERN N. ATLANTIC S. EASTERN S. WESTERN MIDDLE WESTERN 
| TYPES STATES _ __STATES . STATES STATES STATES STATES oe U.S.A. 
“Automotive $14,469,400 $42,132,200 __ $7,447, 000 $10,670,000 $56,322,200 $14,539,800 $45,580,600 
| Banks” — 15,730,000 $3,312,600 1,148,400 5,984,000 —_—$6,999,800 12,859,000 146,033,800 
“Apartments 16,801,400 366,163,600 10,469,800 20,882,400 171,941,000 84,992,600 __671,250,800 
Apartment Hotels 2,640,000 83,560, ‘oP 4,972,000 15,554,000 97,979,200 41,925,400 246,631,000 
Club, Fraternal, ete 7,231,400 70,010,600 1,515, 800 13,191 200 66,704, 000 15, 987,400 174,640,400 
| “Community and. 3,421,000 21,232,200 529,000 __5,711,200 17,047,800 11,710,600 60,651,800 
Churches 21,142,000 55,105,600 22,770,000 23,859,000 69,885,200 20,409,400 213,171,206 
“Dwellings sx'soc 10,936,200 83,540,600 _6,791,400 11,215,600 __ 40,198,400 _ 24,314,400 __ 176,996,600 
Dwellings gés00° _ 10,346,600 38,445,000 5,935,600 7,629,600 _—_—37,470,400 __15,085,400__114,912,600 
“Dwellings soo 6,749,600 43,443,400 5,555,000 5,662,800 _—25,348,400 12,837,000 _—99,$96,200 
“Hotels 21,659,000 95,763,800 14,212,000 45,513,600 101,378,200 66,149,600 344,676,200 
“Hospitals 18 (860,600 110,105,600 4,606,800 12,749,000 73,035,600 33,169,400 _252,$27,000 
“Industrial 20,295,000 130,191,600 15,661,800 35,846,800 154,671,000 _ 28,789,200 _ 385,455,400 
“Office Buildings 12,485,000 244,101,000 _—4,859,800 41,296,200 300,979,800 __87,760,200__ 691,482,000 
“Public Buildings 15,518,800 185,924,200 6,226,000 __ 18,499,800 87,353,200 27,689,200 341,211,200 
“Schools 44,811,800 165,499,400 13,010,800 60,152,400 256,326,400 _ $7,981,000 _ $97,781,800 
Stores 6,366,800 78,876,600 4477 000 _7,926,600 55,497,200 23,324,400 176,468,600 
Theaters «All Troe) 6,303,000 62,891,400 3,746,600 7,812,200 74,032,200 _—8,773,600 _163,$59,000 
Welfare ¥. Mc A.+te. 10,799,800 48,100,800 5,077,600 13,666,400 31,858,200 4,644,200 +_—:114,147,000 
Tora VALUE OF 
New BUuILpincs —_ $266,567,400 $1,978,400,600 $140,012,400 $363,822,800 $1,775,028,200 $92,941,800 $5,116,773,200 
New Construction Under Architect’s Supervision. .......-. 22. cece cece cece eee eneeeceteeeeeeeeee $5,116,773,200 
Buildings «. All Types—Excluding Public Works and Utilities—Not Designed by Architects..... 2,192,020,000 
Estimated from Averages of Previous Years) 
TOTAL ESTIMATED CONSTRUCTION FOR 1929.........0c0ccccccuceeceeeceeeeenens $7,308,793,200 
(Exclusive of Public Works and Utilities) 











© Nationat Buicorxc Pustications, Inc., New York 


Tremendous Building Year 
Ahead 


The Architectural Forum and its 
companion publications of the Na- 
tional Building Group have just 
completed what is perhaps the 
most detailed and exhaustive sur- 
vey of potential building activity 
ever made in this country. If the 
deductions which have been drawn 
from a great array of dependable 
facts and figures are correct, it is 
quite probable that the year 1929 
may prove to be the greatest of 
building construction years. 

In view of the fact that this con- 
fidential information from = archi- 
tects has been gathered by the 
Forum for seven consecutive years, 
it is highly significant to realize 
that the total contemplated work 
indicated in this eighth annual sur- 
vey is greater than ever before in 
the history of the industry. The 
accompanying tabulation shows in 
detail the amount of work esti- 
mated to be on the boards of archi- 
tects for building in the year 1929. 
This work does not include public 


works and _ utilities, but covers 
only actual building construction 


as contemplated by various types 
of owners who make up the clien- 
tele of the architectural profession 
today. Added to this there have 
been developed figures covering 
the types of buildings which are 
not planned by architects but 
which in large measure are devel- 
oped by contractors, engineers, and 
speculative builders. The total of 
these latter figures, amounting to 


$2,192,020,000, is given in the last 
line before the grand total. 

The Forum’s forecast for 1928 
was printed in the February, 1928, 
issue of TE JOBBER’S SALESMAN, 
and the total of New construction, 
under architects’ supervision, was 
then $4,856,817,500 as against $5,- 


116,773,200 in this estimate for 
1929. 
* *K * 
Willie: “Ma, if the baby was to 


eat tadpoles, would it give him a 
bass voice like a frog?” 

Mother: “Good gracious, no! 
They’ll kill him.” 

Willie: “Well, they didn’t.” 








On the left is John T. Frain, sales 


Electric Supply 
With him is C. 
Edison 


department, General 
Corp., Denver, Colo. 
A. Reeves, representing the 
Lamp Works. “Don’t say anything 
about me,” said Frain, “but be sure and 
call attention to the resemblance be- 
tween Reeves and Jack Dempsey.” 


Which is no joke, either. 





— 


Van Knows His Elements 


Van Marker of the Revere Flec 
tric Co., Chicago, has always made 
more or less of a hobby of hotel 
business and spends a lot of time 
with the big ones in the city. Fo; 
instance, in an apartment hotel, the 
Seneca, they had 185 electri 
ranges, and the elements were giy 
ing them considerable trouble. Vay 
demonstrated to their satisfactioy 
that Standard Electric Stove Co. 
elements would do the work sat 
isfactorily, and sold them Stand 
ard elements to re-equip all th: 
ranges. The elements did not quite 
fit and had to be ground down. 
But he rustled around and found 
an electric portable grinder that 
would do the work and passed the 
sizable job of doing the grinding 
and installation on to a contractor 


* * x 


N.E.W.A. Division Gets Golf 
Trophies 

Through the generosity of P. || 
Booth, manufacturer’s representa 
tive on the Pacific coast, a trust 
fund of $2500 has been established, 
the income from which will go 
toward the purchase of golf 
trophies for members of the Pacific 
Division, National Electrical 
Wholesalers Association. Albert 
H. Elliot, secretary of the division, 
has received twelve small cups and 
three large ones which will cover 
the operation of the trust for the 
current vear. 


* * * 


Albany Jobber Makes Changes 


The Electric Supply & Equip 
ment Co., made important changes 
the first of the year. This well 
known Albany concern has been 
divided into two separate com- 
panies. 

The business of the Electric 
Supply & Equipment Company lo- 
cated at 278 Broadway has grown 
so fast in the last few years, with 
the outlook so bright for the 
future, that it was deemed advis- 
able to handle the electric supply 
and radio business entirely sepa- 
rate from the appliance business. 

Effective January 1, the supply 
and “Majestic” radio business was 
taken over by a new corporation 
the E S & E Co. of Albany, New 
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WIRING 


PRODUCIS 
Plus 22 Years of Good Will 


INDFUL of the fact that repeat business comes through ?— ? = 
satisfaction, Ettco has ever been on the alert in choice - = 
of materials and care in manufacture—always aiming to PRODUCTS 

produce the Best. 


Ettco products have been sold through wholesalers for 22 long 
years, increasing in volume year by year. This increase is your 








Armored Cable 


acceptance of our product as representing the best value on the Flexible Steel Conduit 
market. Non-Metallic Sheathed 
Wholesalers find us prompt in deliveries, careful in routing and Cable 


even more, they also receive intelligent interpretation of service 


Pace . . Non-Metallic Conduit 
which is so important in today’s business. 


(Loom) 














Write us for samples. 


SOLD THROUGH THE JOBBER 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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York. The appliance business, con- 
sisting of General Electric refriger- 
ators and “Gainaday” washers, is 
now handled by another new cor- 
poration, Page-Morris, Incorpo- 
rated. 

The officers of the ES & E Co. 
are: J. O. Morris, president; G. W. 
Henzel, vice-president and general 
manager; R. G. Powers, treasurer, 
and B. J. Savage, secretary. 

The Electric Supply & Equip- 
ment Co., was incorporated in 1904 
originally having its general office 


in Hartford, Conn. Harry E. Page 
has been president of that com- 
pany since its organization. J. O. 


Morris originally came with the 
company as sales manager and in 
1914 became vice-president and 
general manager, which position 
he now holds. 

When the decision was reached 
to separate entirely the supply 
and radio business from the ap- 
pliance end, Mr. Morris also had 
in mind the thought of rewarding 
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some of the older employees by 
turning over to them the manage- 
ment of the new company. 

G. W. Henzel, who will be 
general manager, is well known in 
Albany. He started with the Elec- 
tric Supply &-Equipment Co., at 
the time it opened its branch in 
Albany, as a stock clerk and since 
then has advanced rapidly with the 
company. For several years he has 


been manager of the Reading 
branch and since 1926 has been 
sales manager at Albany. 

R. G. Powers, who will be 


treasurer of the new company, on 
leaving Business College in Hart- 
ford, Conn., came to the company 
as a stenographer. When _ the 
general offices were moved from 
Hartford, Conn., to the new build- 
ing which was erected at the 
present location in 1923 for that 
purpose, Mr. Powers came to Al- 
bany. For several years he has 
been general purchasing agent. 

Not only has Mr. Morris turned 





*- 
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Above is a view of the building of the Iron City Electrical Co., Pittsburgh, 
Pa. It was lighted up as shown from December 15 to January 5, this being done 
in co-operation with the local Electrical League and lighting companies in an 
attempt to put across the idea of outdoor lighting in Pittsburgh. The company 
reports receiving some very complimentary comments on the effect during the 


holiday season. 








selected by 


men have been 
Graybar to carry on in Fort Wayne, 


These 


Ind. Tom Beechard, branch manager 
(right); and Fred Barley, local sales 
manager, are popular with Fort Wayne 
electrical men. 









over the management to employees 
in Albany, but he has also re 
warded employees of the Scranton, 
Pa., branch in a similar manner 
where recently R. R. Hand and J. 
H. McDowell were put in charge 
of a new company similarly organ 
ized and in Reading, Pa., H. \. 
Barrow, formerly sales manager of 
the Erie, Pa. branch, with T. A. 
Koehler, are the executive officers 
of a similar company organized 
there. 


Mr. Koehler for several 
was assistant comptroller at the 
local general offices, moving his 
family from Albany to Reading 
when he took up his new position. 


years 


H. E. Page is now president of 
Page-Morris, Inc. The other oi- 
ficers are: J. O. Morris, vice-prest- 
dent; A. O. Linzey, treasurer; H. 
B. Savage, secretary, and R. |. 
McMillin, general sales manager. 


* * * 





Hard Luck Sam 


(Continued from Page 14) 
The way I woke up was this. 


The Old Man decided that he 
would put on his biggest lamp con 
test and he wanted everybody in 
it and no lame ducks allowed. |! 
don’t mind telling you he meant 
me. In all our former contests the 
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Floor Polisher 
FREE 


New Low 
Prices To You! 
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Patents, 


RENTERS I Ss 





by 
OT RTF Ag oe SE 









Sst ab ea ty ae r mate 
2 TIN Spe a avr Leb AROEL meynl-geedpin, 


CLEMENTS designers have set a new standard of : BH 3 


electric vacuum cleaner value. 


Never before this combination at this low price:— 
Ball Bearings—finest selected materials throughout 
—big, powerful motor—large, tapered nozzle—Free | 


Floor Polisher. 


All tests show CLEMENTS: Jewel supreme in deep 


cleaning power—durability—and lack of “servic | 


ing” risks. 


Refinements Which Set A New 
Standard For Popular-Priced 
Electric Cleaners! 


Big, powerful motor— 
air-cooled! 
Same type motor used by CLEMENTS in 
cleaning equipment made for industrial pur- 
poses. ‘‘Heavy duty’’—free from repair 
risks. 


Special Ball Bearings 


The latest approved ‘‘Vibrationless’’ type. 
Oiling eliminated. 


Guarded Fan 
8-blade unbreakable fan fitted with special 
guard to eliminate danger of strings 
catching. 


Patented Hose Connection 
makes attachment use easy 
Special Direct-to-Fan Chamber hose connec- 
tion which cuts off suction from nozzle and 
diverts it without loss of power thru 

hose and tool. 

Interchangeable 
Suction-and- Blowing Connection 
CLEMENTS Hose Connection fits either 
intake for suction attachment cleaning or 
outlet for blowing. 


Most simple and effective 
Handle Assembly 


Wood handle fits into steel socket. A 
child can assemble it. A boon to dealers. 


Clever “Talking 


New 1929 Super Features 
Ball Bearings--No Oiling 


Greatly Increased Suction Power 
(See Diagram) 























U\ 


““Water Lift” 
Test Shows 
Clements-Jewel 
Stronger! 
Here is pictured the 
Static Pressure 
Gauge used to test 
suction power. The 
new CLEMENTS- 
Jewel shows inches 
more power: a trib- 
ute to new design 
principles achieved 
by CLEMENTS* 


engineers. 


Perfect Seal Nozzle 
Adjustment 
“Vernier-like’’ | adjustment on rear roller 
exactly ‘‘tunes’’ nozzle to all rugs, bare 
floors and linoleums. Makes cleaner glide 
easier over high “‘pile’’ rugs. Makes use 
of Floor Polisher effective. Rubber rollers 

protect polished floors. 
Positive-Action 
Handle Lock 
A simple arrangement at side of motor 
housing locks handle in any desired posi- 
tion. Accident-proof. A wonderful help 
in attachment cleaning. 
“Dust Trap” in Bag Prevents 
Dirt -Clogging 
A ‘Pocket’ in dust bag catches all in- 
coming dirt and prevents loss of suction 
through ‘‘dust-clogging.*’ 
Long, tapered Nozzle 
gets everywhere 
Very wide nozzle is tapered. Gets under 
low furniture and into corners. 


oints” lose their significance when confronted with the 
performance of the new CLEMENTS Jewel. 


Power and efficiency which 


has heretofore seemed impressive mean little when compared with that of 


this superior machine. 
finest you have seen, return it. 


Send for a sample. 


YOU TO BE THE SOLE JUDGE! 


Try at our risk. If not the 


Clements Mfg. Co., 625 Fulton St., Chicago, Ill. 






@ 


Ball Bearing 


J EWEL 


**Backed by 19 Years Fine Cleaner Manufacturing” 
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This might be called-an “Ivory Soap” picture—it is 99 and 44/100% Packard 
and the other fraction is Larry Bodkin, president of Electric Contractors 


Supply Co., Des Moines, Ia. 


Larry is now a member of NEWA and can be 


depended upon to do his share for the industry. 





gang was playing automobile and 
I was the smell—about 100 feet 
behind. So when our contest 
started three months ago I took a 
vow I would turn in so many con- 
tracts the Old Man would die of 
shame and give me a raise in his 
will. 

Well, I started out with lamps 
on the brain and I was so sore and 


determined I did right well for a 
while; couldn’t get to the top but 


kept away from the cellar. Then 
the breaks began to be awful. 
Worked on a purchasing agent for 
two weeks and got him to actually 
sign a $5,000 contract. Beat it for 
home like a crazy man to put it 
through. But no, the poor P. A. 
has to call me up and say their big 
boss had made earlier provision to 
give it to another house, the big 
crook! 

That was only a sample of many 
flops I took. MHere’s another. | 
got wind of a dealer on the $3,000 
basis whose contract would run out 
in two weeks. I had a cinch on 
some other smaller ones and his 
would put me in the running. I 
went after him and _ stuck like 
Death to a horse with the colic and 
got him almost sold on ditching 
Nonpareil, who had his contract. 
But he wouldn’t quite come across 
and I began racking my brain for 
a way to clinch it. 

All of a sudden I remembered a 
story I heard about Fred Harvey, 
the guy that made railroad restau- 
rants fit to eat in. It seems Fred 
was over in Paris on a cook’s tour, 
trying to find a French name that 
would make corned beef and cab- 


bage worth two bucks a plate to 
his customers. Now there was a 
big international convention of 
chefs in session, with contests and 
prizes on everything from con- 
somme to humming-birds’ eye- 
brows. 

Fred just listened in until a 
couple of millionaire epicures went 
mad from the strain and hung up 
a purse of 50,000 francs for the 
chef who could assemble the finest 
salad. Now, 50,000 francs was 
10,000 bucks American those days 
and Harvey pitched his derby into 
the ring with the rest, paying no 


mind to the sniffs and sneers tha: - 
always the share of an outsider. 

One after another these worl 
famous cooks put their offering. 
on the table and boy, they wer: 
salads with a capital S! Still and 
all, the judges couldn’t taste 
whole lot of difference and when 
looked like a tie all around the 
gendarmes edged closer to prote: 
the judges. 

Of course they put Fred Harv 
last, and when it came his turn he 
slung his salad together preti, 
much like the others and it looked 
like he was just another entr) 
But after he gave his dope a last 
loving pat with the wooden spoon 
he stopped dead and took from his 
pocket a little gold casket about 
three inches long. He unlocks thi. 
here box with a gold key and takes 
out a tiny bottle. Then, while 
they all held their breath, he un 
corks the bottle and pours the half 
ounce of colorless liquid on his 
salad. 

Right away the judges taste: 
Fred’s entry and they hit the ceil 
ing. It was “magnifique” and 
“parfait,” etc., and bingo! they han 
Harvey the 50,000 francs and a si! 
ver cup. Now, listen to this. After 
they was safely out of the country. 
sailing for home, George Recto 
asked Fred Harvey what was thi 





Saturday afternoon at the Mid-West General Electric Supply Co., Des 


Moines, Ia. 


insert manager M. M. Welton in the gap. 


That was clever to leave a space in the center where we cot! 


The others, left to right, are: 


John Robel; F. W. Wheeler, Hot Point; Henry Robel; L. J. Arthurs; M. M 


Welton; Harry Boyd; 
Swanson, and A. O. Rystad. 


W. I. Morrison, Economy Fuse & Mfg. Co.; Car! 








* 
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This Demo- Display 
Increases Dealer Sales 


ANY dealers using this display are reporting surprising in- 

L creases in cleaner sales. Jobber’s salesmen putting these demo- 

displays in dealers’ stores are helping the dealer and insuring larger 
leaner sales for themselves. 


Increases YOUR Sales 


This unique display requires only 5'/y square feet floor space. It at- 
tracts women—makes it easy for customers to try the cleaner—in- 








creases number of clerk demonstrations and saves time of customers Salesman’s Name on 
nd clerks. It is attractive and marks the store as vacuum cleaner *4° 

“POET all Mailings 
headquarters. By increasing the dealer’s sales you, of course, increase 

your own. 


We help jobbers’ salesmen by sending a 
series of broadsides to the Hamilton 


+ rs Beach dealers in each jobber’s salesman’s 
Mail This Coupon Today—NOW] territory. These mailings will be im- 
printed with the jobber’s salesman’s name 


One salesman writes, “of all major ap- 


EXTRA SALES COUPON : pliances sold through jobbers, Hamilton 


Beach alone offers the jobbers’ salesmen 


Hamilton Beach Mfg. Co., real constructive sales and merchandising 
C-9032 H. B. Bldg., Racine, Wis. help and _ individualized follow-up on 
prospects.” 


I desire your help in selling your Demo-Display plan. Attached 
you will find a list of 20 dealers and their addresses. You are to send 
mailings imprinted with my name to them with no cost or obligation 
to me. Print my name as follows: 


Send us a list of twenty dealers and we 
will send each a series of mailings im- 
printed with your name. 














Hamilton Beach  .*%, 


Subsidiary Scovill Mfg. Co. Assets over 
$33,000,000.00 and a record of 127 


Now 
years of successful manufacturing. $3 Q5° 


(Denver and 
West $41) 


Hair Dryer Brings Extra Sales 


Dries Hair in Few 
Minutes 


















- ava. > 
iG C | rial : Here is an item many salesmen 
° are using to get extra sales. 
Beaut | { ul . ; The Hamilton Beach electric 
* P . es aerator keeps the hair luxu- 
# riant and alive. After wash- 
ing, the hair is given a treat- 
ment of energizing warm air, 
then a breeze of fresh, cool 
air—very exhilarating. Sets 
water waves quickly. A chic 
ivory toilet article. 
An instructive booklet, Hair Motor Driven 
Dressing Secrets, is given 
with each hair dryer. a Beating Brush 
Suggest this item to your next . 
ten customers and enjoy the 
extra sales. 
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By way of injecting a little summer 
into an otherwise cold day, we intro- 
duce (straw hats and all) T. J. O'Neill, 
assistant sales manager and H. C. Max- 
well, purchasing agent of the Electrical 
Warehouse, Inc., Detroit. Both men 
were previously with the Post Glover 
Electric Co., Cincinnati, O. 





seasoning in the bottle. “Well,” 
Fred, “You mustn't tell a 
soul, George, but it was just plain 
water.” 

There I seen the secret of this 
lamp business. I must pull some- 
thing on this bird I was after that 
nobody else had pulled—something 
that didn’t actually mean a darned 
thing, but would influence him to 
sign. And by the next morning 
I had thought of the very thing 
that would bring home the bacon. 

I reached his place in the after- 
noon and didn’t waste no time. 
“Arthur,” I says, looking like an 
undertaker, “do you realize what 
it means if your contract runs out, 
which it will in a few days, and 
you won't have none and how will 
like probation 


again?” 


Says 


being 
Boy, he shriveled up like 
spinach in a fire—I almost felt 
mean, but I thought a little white 
lie wouldn’t do no harm. He al- 
ready had a mind to sign with me 
and that shot just about got him. 
3ut he says he didn’t want to sign 
up right then and would I come 
back? 

Into my pocket I goes for the 
contract to put him out of his mis 
ery, and by golly! I had come 
away without it! - First I felt like 
suicide, then I figured well I had him 
anyhow, so I says yes, [ll be back 
tomorrow noon and he can sign up 


you on 





at lunch. 
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Of course I was there on the dot 
the next day and what do you 
think that brush-ape pulls on me? 
I had scared him so bad about not 
having no contract that he couldn’t 
sleep all night, and the first thing 
in the morning he had called up 
Blake of Nonpareil, who had his 
contract, and told him to come 
over and bring a new contract and 


he signed and I was S. O. L.!! 
Laugh that off! 
Even that didn’t lick me. I kept 


on plugging for a couple days 


more, then I heard of another 
$5,000 guy and if I could get it, I 
would get third money. It was a 
funny deal, that one. You know 


we bought a house down state and 
that divided our territory, and put 
this $5,000 bird in the’ other 
branch’s hands. But we had had 
his contract for nine years and if 
we played according to Hoyle I 
would lose the renewal and besides 
he says he will either get his lamps 
from me or he would not sign with 
either branch but would throw out 
our Matchless brand and go over 
to American. 

So the Old Man says that the 
other branch didn’t want to be no 
dog-in-the-manger, but they was 
willing for us to take the contract 
so it would at least stay in the 
family, and he says for me to hop 
down and sign the guy up. Be- 
lieve me, no grass grew under my 
feet on the way down, either. 


This customer, name of Hawk 
ins, was a strong character and no 
body could bull him and he alway: 
meant what he said. When I go 
to his place he was still steamed uy 
over all the argument, but we gut 
together and everything was going 
fine. Then, just when I was all se: 
for the first division and a lot o/ 
glory, who should bust through th: 
door with murder in his eye but 
the factory man for Matchles- 
lamps in our other branch’s terri 
tory. 

He had got wind of what was 
going on, and he had his squawk 
all polished and ready. “That’s 
hell of a trick for you to pull on 
me, Hawkins,” he says. “Here | 
get credit for everything in this 
section and these people open up « 
branch and they’re entitled to you: 
renewal. But you won’t play th 
game—you're going to shove the 
business out of the territory and 
I’m the big loser. How do you 
get that way?” 

“You don’t think it’s right fo: 
me to do this?” says Hawkins, soft 
as honey. “I certainly don’t!” 
barks Matchless man. “All 





the 
right!” yells Hawkins, going to 
pieces, “to hell with both of you! 
I'll take on American lamps to 
morrow—get outa here quick!” 

And he tears my contract in 
seven million bits! 

Yours for tallow candles, 

Sam. 





No, this is not Diogenes hunting an honest man. 
troit Ins. Wire Co., throwing the spotlight on Tommy Thompson, who gets 
out the well known “Find The Best Way” price catalog for Northland Electric 


Supply Co., Minneapolis. 





Note the Arctic Circle headpiece Ben wears. 
has had it umpty-steen years, ever since he came to Minneapolis. 





It is Ben B. Moore, De- 


He 
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USE A KONDU N TEAD O | 


“This is 
Station WTAM-- 


and KONDU ishelping us 
get clear broadcasting” 


On your next trip to Cleveland, drop in at the Willard Stor- 
age Battery broadcasting station and look around the battery 
room. 





You'll soon understand why the reception from WTAM is 
clear and smooth—and one of the reasons is, that the wiring 


experts at WTAM use the time-seasoned, perfected KONDU Y, : 


threadless fitting. Vi, 
Easier to put in—and holds solid uy 


KONDU goes into the line more easily than any fitting 
we’ve ever seen—three or four turns of the lock-nuts give a 
vise-like grip on conduit. And KONDU 
holds tight—vibration can’t shake it loose. 
No breakage—your KONDU fittings are 
malleable iron. 






Every detail is right 


The ground rings inside the bushings 
cut through the enamel on the conduit, 
and make a perfect ground. It is unneces- 
sary to scrape enamel from the conduit. 
The bead inside the bushing protects the 
insulation. These fittings have been per- 
fected by the experience of many 
thousands of users. 


And easy to take out of the line. 
Loosen the two lock-nuts, and it slips out 
just as easily as it goes in, without disturb- 
ing the rest of the line. 


ii 


Let us help you with your wiring prob- 
lems. When writing us ask for the 
KONDU Book. 


ERIE MALLEABLE IRON COMPANY 


Kondu Division 
Erie, Pa. 


KONO 


iF in the field of threadless fittings—can be taken out of 
the line anywhere, at any time 
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“Boost Your Sa 





{Porcelain-Enameled Reflectors) 


Your Copy 


UR 1929 ABolite Catalog, (No. 
180,) was designed to fit ex- 
actly your needs. There’s a lot of 
practical, ‘“‘boiled-down” informa- 
tion on lighting problems—vwith all 
the complicated mathematics left 
out—just the sort of data you'll 


This ‘‘Guide to More 
Profits’? — twenty-eight 

pages of useful, up-to-the-minute 
information on ABolites and Lighting 


Problems in general— is yours for the asking. 


is Waiting 


want to keep handy. There’s a list 
of new units and accessories which 
make it easier than ever to “Boost 
Your Sales with ABolites’’. 
finally, there’s a well-planned index 
of old and new catalog numbers to 
make the ordering of your ABolites 
quick and easy. 





enna 


(Write for YOUR Copy TODAY) 


The ABolite 


Reflector 


7500 Stanton Ave. 











Company 
Cleveland, O. 


And, . 
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_ Alter Sells Electrical, Radio 


Accessories and Automotive 


Departments 

On December 29, 1928, tl 

arry Alter Co., Chicago, sold t! 
electrical supply department, t! 
automobile supply department a: 
the radio accessories department . 
its business to the Harris 
Wholesale Co., an Illinois Corpor 
tion. The Harrison Wholesa| 
Company is headed by Albert | 
Arenberg and it is understoc! 


| from reliable sources that the con 


pany is in a strong financial posi 


| tion with current assets over tw 


and one-half times the current |i 
abilities. 

The Harry Alter Co. will co: 
tinue distributing “Majestic” ra 
dios and in a short time will move 
to a new location where they wil! 


| specialize in the distribution of 











| the 








“Majestic” exclusively. 

The Harrison Wholesale Co. 
have signed leases on the buildings 
at 1728 to 1736 S. Michigan Ave. 
where they will conduct the busi- 
ness done by the various depart- 


ments mentioned above. 
* * * 


Crown Has Display 
The Crown Electrical Supply 
Company, St. Louis, had a booth at 
Missouri Retail Hardware 
Dealers’ Convention held January 
21 to 23 in that city. The com- 


| pany also reports its having taken 


on the radio sets manufactured by 
the Wilcox Laboratories of Char- 
levoix, Michigan, and its appoint- 
ment as distributor of Champion 


radio tubes. 
* * * 


Esler’s Son Promoted 


Fred D. Esler, son of the presi 
dent of the Missouri Valley Elec. 
tric Company, Kansas City, has 
been assigned to the territory com 
prising western Missouri and east- 
ern Kansas. C. M. Rowland will 
work in the Tulsa territory with 


headquarters in that city. 
2 © 


G. N. Hoffman Promoted 

G. N. Hoffman, Graybar Elec 
tric Co., Inc., Denver, Colo., has 
been promoted to the position of 
merchandising manager for the 
Rocky Mountain District, Denver 
and Salt Lake City. T. A. Ber 
tois came down from Canada to be 
Service Manager at Denver. 
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QUALITY s PARAMOUNT! 








: Economy Fuse & Mfg. Company 
: CHICAGO, U.S. A. 


e \ 
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Because— 


T HE standardized inspection methods set up by 

our engineers assure you a superior product in 
every way. Crescent’s inspection begins in the re- 
ceiving room, where the raw stock must test up to 
a rigid standard. So whether it be small gauge fix- 
ture wire or the largest cable, Crescent’s rigid in- 
spection prevails throughout its manufacture to the 
finished product. 


When you need insulated wire (any kind) remem- 
ber Crescent’s Superiority. 


CRESCENT 
Products 


“Crescent” National 
Electric Code Rub- 
ber Covered Wire 
and Cable. 

Intermediate Grade 
Rubber Covered 
Wire and Cable. 

“Imperial”? 30% Rub- 
ber Covered Wire 
and Cable. 

“Crescent” Lead En- 
cased Wire and 
Cable. 

“Crescent’’ Armored 
Cable. 

“Crescent”? Lead Cov- 
ered Armored 
Cable. 

“Crescent” Flexible 
Metallic Conduit. 

Lamp, Heater, Brew- 

ery, Canvasite and 

Packinghouse Cords; 

Plain Rubber 

Sheathed and Braided 

Portable Cords; Ele- 

vator Lighting, Con- 

trol and Annunciator 

Cables; Borderlight 

and Stage Cables; 

Dampproof Office and 

Annunciator Wires 

and Cables; Special 

Flexible Cords, Cord- 

age and Cables for 


Telephone Instru- 
ments and_ Radio; 
Magnet Wires—cot- 


ton and silk covered; 
Organ Wire and 


Cable; Bare _ and 
tinned copper wire 
and cables. 


Forty Years of Knowing How in Every Crescent Product 


(RESCENT 


Insulated Wire and lable @. 


CRESCENT ARMORED WIRE CO. 


TRENTON N.J. 





This is one of those jobber-contrac- 
tor-manufacturer combinations. John 
Berry, Manhattan Electrical Supply Co., 
St. Louis, is on the left. In the center 
is Charlie Sutter, president of the 
C. J. Sutter Electric Co., while the third 
man is R. L. Jessee, M. B. Austin Co., 
Chicago. If the boys are real good 
C. J. will show them where a building 
is going up and they can knock off 
some business. 








Illinois Gives Dinner 

The Illinois Electric Co., Chica- 
go, held a sales conference dinner 
on January 4 at the Stevens Hotel. 
J. Haggerty,, Westinghouse Com- 
mercial Investment Co. local repre- 
sentative, was the toastmaster. 

* * * 


Business Launches New Crime 


Offensive 

A campaign for a $1,750,000 fund 
with which to continue the nation- 
wide war on commercial crime be- 
ing waged by banks, manufactur- 
ers, wholesalers ,and jobbers 
through the National Association 
of Credit Men was launched at a 
dinner in New York, Monday eve- 
ning, January 14. 

The dinner followed an all-day 
conference of business leaders from 
27 cities east of the Rocky Moun 
tains who were called together to 
make final plans for a renewal oi 
the credit association’s drive on 
business frauds, particularly fraud- 
ulent bankruptcy. 

The new fund, to be known as 
the Second Credit Protection 
Fund, replaces the first fund of 
$1,400,000 raised for the same pur 
pose in 1925 and 1926 and will be 
used to finance the Credit Protec- 
tion Department of the National 
Association of Credit Men, organ- 
ized June 1, 1925. 

As anticipated, the first fund 
will continue to maintain the work 
of credit protection until the end 
of 1929. 
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New Bryant Flush Tumbler Switches 
THE 3951 SERIES 


Positive, Quiet Action — Few Parts — Electrically 


Right — Mechanically Strong 


These switches have indications on the handles which are brown com- 

position. The porcelain cups are shallow, 134 in. in depth permitted 

by the improved design in the switch mechanism which has few parts, 
strongly made and accurately assembled. 

The switch mechanism and yoke are integral. The mechanism has a 

positive “kick-off” feature so that it cannot “hang-up” in operating. 

The shields are stationary, cover the entire opening of the cup and 

keep out dirt and mortar. 

There is ample wiring room and each wire terminal is held by two 

screws preventing the terminal from turning and getting out of line. 

The binding screws are No. 6 and staked so that they cannot fall out. 
The contact blades are of phosphor bronze. 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT, U.S. A. 
New York Philadelphia Chicago San Francisco 


Manufacturers of Superior Wiring Devices since 1888 
Manufacturers of Hemco Products 





No. 3951 No. 3953 Lum. No. 3952 BH No. 3953 BH 
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W. H. Pouch, president of the 
Concrete Steel Company, New 


F, C : dE York, chairman of the national 
or onventence an conomy campaign, said that the credit pro- 
tection staff of investigators work- 
the New ing closely with federal and state 
authorities, has exposed credit 
° fraud in which 612 crooks have 

been convicted up to January 1, 

a ta 1929. In addition to this he said 

indictments had _ been _ brought 


e * 

Heav Dut Fixture Switch about against 624 other persons. 

y y “Purely incidental to the chief 
objective of the work, which is the 
punishment of commercial crime, 
the association has recovered more 
than $1,105,000 in concealed assets, 
which have been returned to debt- 
ors’ estates for the benefit of cred- 
itors,’ Mr. Pouch said. “The need 
for this form of business protection 
The switch is away is greater now than it was four 
Sveum: the enat al years ago because business has ex- 
panded its sales policies to such an 
extent that it would be far more 






the lamp. Equal- 






s ly adaptable for vulnerable to credit crime if credit 
4 Le ¥ | conduit box, can- protection were withdrawn.” 
t \ y opy, ceiling pan * * * 
—: or office fixture Electrical Committee of 
installation. N. F. P. A. to Meet 


The Smallest 6-Amp. 
Pull Switch Made : 
The annual meeting of the Elec- 


trical Committee of the National 
Fire Protection Association will 


HERE'S a wide field for the New Levo- be held in the Auditorium of the 
lier Fixture Switch in countless indus- Consolidated Gas Co., New York 


poi elude ih atin sill Loseeliieal City, February 18, 19 and 20. 
piants and commercial institutions. The usual advance publication of 





And the password is, “Convenience and Econ- items submitted by the Article 
omy. The idea of individual control of light- _{} | Committees will be released for at- 
ing equipment has taken hold. It offers the tention at the meeting, contemplat- 


: f ‘ Fs . A | ing amendments, deletions and 
convenience O turning olf any unit at any time | additions to the 1928 edition of the 


and saves on current. | National Electrical Code. 





The Levolier Fixture Switch is easily in- | 
stalled. No extra wiring, conduit or switch 
boxes are necessary. One leg of the circuit 
is cut and the two ends attached to the termi- 
nals of the switch. Cuts down materially on 
installation costs on either new or old work. 


Even under the hard wear and tear of switch- 
ing a cold 500-watt gas-filled Mazda lamp 
there is no possibility of breakdown. 


A sample and full information will be sent 
upon request. 





On the left is Al Bohn, with George 
Hillebrand, both salesmen for Manhat- 
at. - ae Supply Co., St. Louis, 

ESTABLISHED 1904 Fon Oo. n account of their size and what 
VALPARAISO INDIANA McNally calls “that Scotland Yard 
look” they are often taken for detec- 
tives. 
































February, 1929 THE JOBBER’SMA)SALESMAN 


61 











ACSA TAAL gua 


MO 














Two More ARROW Porcelain Pull Receptacles 
For Ceiling and Wall Use 


~~ 


One Piece Porcelain Shell 





= 


No. 628 


Standard Porcelain 
Socket Shadeholder 





: No. 1167 
Strap sold separately 
for Stud Mounting 
No. 837 


Extra Deep Back — For 4 inch and Stud Boxes 
No. 837 equipped with Short Chain and 4 feet of cord 
No. 838 equipped with 7 inches of Chain and Insulator 


Screw holes spaced 314 inches. Can be mounted on stud boxes by 
us.ng adapter Strap No. 1167 





No. 839 


Medium Priced Oval for 314 inch Boxes 


No. 839 equipped with Outlet 


Quick to Install 
No. 840 without Outlet 


Provided with strap for mounting to stud 


Shadeholder Groove 


and outlet boxes. 


Attractive Appearance 


Receptacles 837 and 838 have an exceptionally deep back (11% inch recess) to 


take care of protruding outlet boxes or stud boxes surface mounted. 


Nos. 839 and 840 are one piece Wall Brackets. They are easy to wire and attrac- 


tive in appearance. 
ARROW ELECTRIC 
DIVISION OF 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. 
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“To Serve the 
Industry Still Better 


SQUARE D now offers 
a COMPLETE line of 
IMPROVED fuse cabinets 


Four-circuit flush type 
with lath-end channels 


= D fuse cabinets have been developed with the 








si 


F 


‘our-circuit flush type 





Two-circuit surface type 


ALL SIZES INCLUDED, 

FROM 2-CIRCUIT TO 

12-CIRCUIT, IN BOTH 

FLUSH MOUNTING AND 

SURFACE MOUNTING 
TYPES 





Square D switch with 
tour-cireuit surface 
type fuse cabinet at- 
tached for branch cir- 
cuit use 


skill and thoroughness that mark the perfection of every other 
item in the Square D line. They combine all the best and 
most advanced features of design and construction... ad- 
vantages which the industry will recognize as important. 
GQ) Square D fuse cabinets are built in units of two (and four), 
rather than in blocks of four, and even more than four. This 
greatly simplifies the adding of units when needed. Fuse 
cabinet covers are reversible. The aluminum finish on the 
flush mounting type is baked on, instead of sprayed. G A 
really exceptional advantage of Square D fuse cabinets... 
a feature found in but few others .. . is the fact that the flush 
mounting type is obtainable witha lath-end channel attached 
to each side. This type of fuse cabinet can be mounted 
directly to front side of studding. OG Here is still another 
advantage: Square D surface mounting fuse cabinets can 
easily be attached with nipples directly to service entrance 
switches. In fact, Square D meter service switches may 
be obtained with Square D fuse cabinet already attached 
and wired. O| Jobbers will do well to stock the complete 
line of Square D fuse cabinets... for they are certain to 
become immediately popular. Write us for full information. 


SQUARE D COMPANY, 


BRANCH OFFICES 


Boston Birmingham 
New York Syracuse 
Philadelphia Buffalo 
Baltimore Pittsburgh 
Richmond Grand Rapids 
Atlanta Cleveland 


DETROIT, 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


SQUARE D 


ELECTRICAL EQUIPMENT 






U. s. A. 


(142) 


BRANCH OFFICES 
Cincinnati Kansas City 
Dallas 
Denver 


Los Angeles 
SanFranciseo 
Portland 





| 











The Cost of Commercial 


Transportation 
(Continued from Page 7) 


can’t get stuff out to him in 30 
minutes, but you do have a truck 
going out tomorrow or the next 
day, you can get that fellow to ac- 
cept your next day delivery. 

Neither can we, if we want to 
maintain the trucking schedule and 
keep our costs down, afford to be 
hiring special trucks all of the time 
to make deliveries to our custom- 
ers. We know what it costs us to 
do business. We know how much 
it costs us to handle an order, and 
if we are getting demands from 
customers, whom our records show 
are unprofitable, well, we just don’t 
give that service that he demands. 
We can’t afford to do it. 

If, on the other hand, we can af 
ford to do it, we do it. We have 
not, in many parts of the country, 
been meeting this demand for de- 
livery into the far-flung wilds of 
the territory. There are some 
places where we have gone ahead 
and met competition, but by and 
large, we are not doing it, and we 
have not lost any business, to 
speak of, as a result of not deliv- 
ering at unreasonable distances. 
Department stores, particularly 


|those in New York, have gotten 


away from this daily delivery game 
in the outlying sections, and appar- 
ently their sales are going along at 
an increased ratio right along. 

It is a matter of, we believe, giv- 
ing a reasonable commercial serv 
ice that you can afford to give, but 
we don’t believe we can give serv- 
ice, either through delivery trucks 


'or in any other way, which is far 
| beyond the capacity of the custom- 


er to pay or of our capacity to de 
liver and make money. 

Now, a few years ago, when 
Governor Smith was running the 
trucking company, the United 
States Trucking Corporation, I un- 
derstand that he raised the ques- 
tion as to why it was necessary for 


the banks to do that job. Had the 
'U. S. Trucking Corporation ever 


thought that they might do that 
job? That both the banks and 
themselves might make a lot ot 
money if that job were done 
through a central agency? The re 
sult is today, if you are in New 
York or any other large city, you 
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FOR 
TRE 
HOME 


THE ONLY. COMPLETE, DACKED, READY TO HANG 
UNIT ON TRE MARKET 
DESIGNED IN TRE MODERS 
SIYLE 
CONSOLIDATED 


LAMP & GLASS COMPANY « CORAOPOLIS, PA. 
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EW CODE 
“BOXES 


BY 


STEEL Cit” @& 





Catalog 


Catalog 
No. 54151-X 


No. 36151-X 





Catalog 
No. 24151-XSB — 


New 344” Round “STEEL CITY” Outlet Boxes 
conforming to the new code with latest improved 
clamp having four bushed holes for bringing Cable 
in side or bottom knockouts. Equipped with extra 
heavy screws that will not strip, which insures cable 
being clamped securely. 


This box is furnished complete with half-inch 
knockout, fixture stud and nail holes in bottom. The 
clamp is also designed so that any type Fixture Stud 
or Hickey can be used, still allowing maximum wiring 
space. Can be furnished complete with clamps only, 
with clamps and 3%” Fixture Stud or with clamps, 
stud and bar hanger. 


Can be used with Flexible Metallic Cable, Non- 
metallic sheathed cable or Loom. 


FINISH—Black Enameled, Galvanized or Sherardized 
are Standard. Specify finish, otherwise 
Enameled will be furnished. 


A complete line of wiring fittings. 
Write for Jobber Proposition. 


STEEL CITY ELECTRIC CO. 


1207 Columbus Ave. 
Pittsburgh, Pa. 











will see the armored cars of the 
central organization—I have seen 
as many as four banks visited in 
an area of two blocks around the 
Graybar building by those ar- 
mored trucks. They have got a 
couple of guards and they are real 
gunmen. Nobody bothers much 
with them: They go into the bank 
and get the money and make the 
deliveries that the banks used to 
make, and in talking with some of 
the banking people, the amount of 
money saved them is very consid- 
erable. 

I am not offering any sugges 
tions, but I think there is a germ 
for thought there. There is a 
great waste in trucking as well as 
a great waste in other things. You 
have seen and I have seen on any 
given day a half dozen trucks drive 
up to the door of some little con- 
tractor, and on each of those 
trucks are the names, “Graybar 
Electric,” “Smith Electric,” “Jones 
Electric,” and so on. I wonder if 
that contractor does not get the 
impression that there must be 
some large volume of profit in the 
business that we can all afford to 
give them the kind of delivery 
service we do, give them those six 
trucks. If we had the right kind 
of setup, if we’d all look at it right 
they could be replaced by-probably 
two trucks, which would do a pret- 
ty good job. 

We found we could save money 
in large cities in some places by 
having our trucking done for us by 
others on a tonnage basis. We 
have also found in the larger cities 
we can save considerable money if 
we keep our automobiles moving. 
In order to do that, after studying 
it for a long time, we entered into 
contracts with large central truck 
ing companies to take care of de 
liveries to and from the railroad 
stations. We keep our trucks away 
from the railroad stations. They 
are not mobile if they are in line 
for two or three hours waiting to 
be unloaded or loaded. We use 
our trucks almost exclusively for 
customer delivery, and we use the 
outside facilities for the freight de- 
liveries, and in a few cities, because 
of the prices prevalent, we can hire 
our trucking cheaper than we can 
do it ourselves. But by and large. 
we find we can do it ourselves 
cheaper than we can hire it. 
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STEELTUBES [E.M.T.}* 


has the same inside diameter 
as heavy conduit. Made in 
three sizes, {34'’, 34’’ and 1’’} 
with diameters and wall- 
thickness shown above. One 
coupling furnished with each 
ten-foot length. 


STEELTUBES 
Advantages 


1—Saves thread- 
cutting 


2—Bends easily 
3—Light — handles 
easily 

4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 

8—Standard price 
9—Carries Under- 


writers’ Label 


10—Local stocks al- 
ways available. 
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ave his MINUTES 
and Youre Saving MONEY 


7. first time you lift a length of STEELTUBES [E. M.T.}* 
you realize how much labor-saving there is in lightness. 


And labor-saving is time-saving, particularly on the ceiling 
part of the wiring job. Work goes faster with STEELTUBES. 


Another time-saving element is the threadless feature. The 
STEELTUBES Adapter serves as a union—and takes any 
fitting. STEELTUBES cuts in one-third the time of heavy 
conduit, is easy to bend, and easy to transport. 


The STEELTUBES sample package contains sections of the 
three sizes and a STEELTUBES Adapter. It’s free. Ask for it. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron and Steel Co.) 


*STEELTUBES Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 


less to buy. Saves time and money on the job. 
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Fast Sellers 7 | 


Retail Price 
y [*? 


Retail P-ice 


st i 








Re tail P-ice 





Clrmstron 


ELECTRICAL APPLIANCES 
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Winter Months 


New-Novel- Practical Appliances 


QUICK TURNOVER 


The New Perc-O-Toaster combines a fast, efficient, 


_2 APPLIANCES IN ONE 


Percolates — Toasts 


six-cup percolator and a toaster of the “‘flat’’ type 
in one, beautiful, harmonious unit. The speed and 
reliability of the percolator heating unit is due to 
the Chromalox element. Either percolator or toast- 
er may be used separately or together. One double 
plug—one outlet. Percolator may be washed in 
water without harm. Toaster toasts both sides of 
bread at one time. It’s fast and makes delicious 
toast with a savory, soft center. Finished in all 
nickel or with toaster compartment in black or 
white porcelain enamel. Make sure you stock this 
money-maker. There is only ONE Perc-O-Toaster. 


7 “TELLS THE TEMPERATURE’ The “Old South’ Waffle Iron is another Armstrong 





Saves The First Waffle 


achievement. Here is a waffle iron that “Saves 
the First Waffle."” Heat indicator ‘“Tells the Tem- 
perature’ inside the Iron. Has highly efficient 
Chromalox ring elements fastened directly to the 
8” waffle molds. Beautiful, distinctive design; 
highly polished nickel finish. Overflow or spillage 
ring prevents batter from spilling over sides of Iron. 
Has patented non-arcing, non-sticking switch plug. 
In looks and performance it has no superior. 


The Armstrong Table Stove, formerly priced at 


OVER 450,000 SOLD-~ 


Cooks &F Foods At Once 


$12.50, has always been a strong consistent seller. 
With the same high quality, and now available in 
a wide range of colors, the demand for this popular 
appliance is greatly increased at its new low price. 
Boils, broils, toasts, fries, and poaches. At $8.85, 
it is a great value and a fast seller. 


Sales Managers and Salesmen— Make Sure You’re Well Stocked—Order Now! 


Here’s an appliance line that beats anything you 
can sell your dealers for fast turn-over and profit. 
The Perc-O-Toaster is used every morning in the 
year—winter months are great waffle iron months 
and there is no season for the Table Stove. 


Priced at $8.85, $9.85 and $1!.8&5 these appliances 


are within the reach of ever one. The fact they 


carry the Armstrong name is your assurance of 
highest quality. 

We're reaching over 50,000 dealers monthly with 
Armstrong trade paper advertisements and cir- 
cularizing a list of dealers every three weeks with 
four-page two-color illustrated letters. We will 
furnish these letters to Jobbers FREE with your 
letterhead. Write for samples of this literature. 


The Armstrong Electric and Mfg. Corp. 


Huntington 





West Virginia 
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Harold J. Wrape is President of the 
Benwood-Linze Company, St. Louts, 
an Organization Which is a Leader 
in the Wholesale Radio Industry. He 
7s, as well, President of the Federated 


Radio Trades Assoctation. 
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DIO 


In This Second of a Series of 12 Messages by Prom- 
inent Radio Men, Mr. Wrape Points out the 
Problems To Be Faced This Year but Happily 
Enough He Sees a Ready Solution in the Cheerful 
Co-operation Being Evidenced by the Various 
Radto Trade Assoctations 


EVER in the history of the 

radio industry have we faced 

a year with such optimistic 
prospects. I predict a bigger and 
more prosperous year for radio in 
1929 than we have ever experienced 
in this rapidly growing industry of 
ours. 


$ $$ 9 


With the increased interest in ra- 
dio due to radio consciousness that 
has developed throughout the na- 
tion, there will, of course, be some 
problems which will have to be 


solved. 


2404 


Radio legislation is sure to spring 
up again with newly developed 
angles we have never before en- 
countered. Then too, a satisfactory, 
permanent basis must be provided 
for the high standards of broad- 
casting required at the present time. 


~~ = 2 


Merchandising is certain to in- 
crease in tensity, and competition 
will be keener among manufacturers, 
wholesalers and dealers alike. But 


we are learning rapidly, and are now 
infinitely better equipped to meet 
these problems. 


29 °~=«4 


The remarkable growth during 
the past year of our Trade Associ- 
ations indicates a splendid spirit of 
cooperation in our industry. This 
leads me to believe that regardless 
of what problems arise in the indus 
try, they will be met and conquered, 
if proper cooperation with the Trade 
Associations is extended by the 
tradesmen themselves. And, it must 
be extended. 


i 


Dealers must begin to realize more 
fully that their Trade Association 
membership is the greatest asset in 
their individual business and jobbers 
should utilize all the means at their 
disposal possible to educate their 
dealers in this respect. I believe 
everyone in our industry can look 
forward with pleasant anticipation 
to the present prosperity continuing 
and 1929 being a greater and better 
radio year than any in the industry's 
history. 


bs 
ye: 
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Tuning in onthe Radio News 





Wholesalers Report Radio 
Business at High Water 
Mark 


An actual shortage of radio sets, 
loud speakers and tubes now exists 
throughout the United States, and, 
as a result of the demand for radio 
equipment, 1928 will go down in 
history as the most successful radio 
season, by far, that the country has 
ever experienced, according to 
facts revealed at the recent meet- 
ing of the board of directors of the 
Radio Wholesalers Association 1n 
Chicago. 

‘Business for October, 1928, for 
instance, was double that in Octo- 
ber of last year,” said Harold J. 
Wrape, St. Louis, president of the 
Federated Radio Trade Associa- 
tion. “The season as a whole is 
expected to be 70 per cent better 
than the 1927-28 season. Such a 
super-volume means that the 
American people are going to be 
bound together closer than ever 
before, and only this new means of 
communication could do it. 


A Section Devoted to News of the Radio Industry. 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. 


“Just as cities wipe out township 
lines, so does radio tend to obli- 
terate state boundary lines, and 
more and more the folks in New 
York and California are going to 
view questions alike, questions on 
which a divergent view may exist 
because of the thousands of miles 
between.” 

Directors attending the sympo- 
sium were: Harold J. Wrape, St. 
Louis; W. H. Roth, Milwaukee; 
David Burke, Detroit; James Ait- 


ken, Toledo; Fred Wiebe, St. 
Louis; Peter Sampson, Chicago; 
Harry Alter, Chicago; Martin 


Wolf, Chicago; Harry Cory, Min- 

neapolis. Three other directors, 

Ernest Ingold, San Francisco; Ray 

Thomas, Los Angeles, and J. New- 

comb Blackman, New York, re- 

ported trade conditions by letter. 
ee + 


Radio Trade Show in June 

The Radio Trade Show will be 
held in Chicago the week of June 
3, and will be in the Stevens, 
Blackstone and Congress Hotels. 


Wholesalers, 








the basement exhibit room and the 
ballroom of the Stevens being used 
for the main exhibits. 

During this same week the mu 
sic interests will hold a trade show 
at the Drake Hotel, but by mutual 
agreement no radio will be ex- 
hibited at the music show and 
there will be no musical exhibits 
at the radio show. 

Manufacturers are also asked 
this year to refrain from holding 
sales conventions during radio 
trade show week as this seriously 
affects attendance at the show 
proper. Such sales conventions 
should be held the week before or 
the week after the main show. 

. oe 
Radio Manufacturers’ Meeting 

A luncheon meeting of the Ra 
dio Manufacturers Association was 
held in Chicago on January 24, at 
the Bismarck Hotel. This was an 
informal affair. Allen G. Messick 
of the U. S. Radio and Television 
Co., and also a member of the ex- 
ecutive committee of the R. M. A., 








In connection with its “Majestic” convention the Harry 
Alter Co., Chicago, held a banquet for the Chicago and 
northern Illinois dealers in the Grand Ballroom of the 
Stevens Hotel. Everything was very “Majestic” inasmuch 
as all songs were based on that name and cigarettes in 


regular packages, cigars, paper hats and streamers were 
labeled “Majestic.” The business session held the same 
day culminated in a style show displaying models 71 and 
72, the styles for 1929. The photograph was taken at this 
display and shows some of the pretty standard bearers. 
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Sylvania Dealers are going Sylvania Exclu- 
sive. Because they have a really superior 
tube. Because their discounts are adequate. 
Because they are protected against price 
fluctuations. Because their turnover is in- 
sured—not only by newspaper advertising 
but also by the fifty-two weeks of radio 
programs on the big N.B.C. Network, where 
it counts. And because of dozens of other 
helps—displays, electric signs, streamers, 
booklets, folders, transparencies, as well as 
technical bulletins and assistance. 














Sylvania Dealers tell us this is Square 
Shooting. 


SYLVANIA PRODUCTS COMPANY 
EMPORIUM, PENNSYLVANIA 
a 
















Hear the Syloania Forest- 
ers foery Wednesday night 
—8i30 Eastern Standard 
Time—over Stations W JZ, 
WBZ, WBZA, WHAM, 
WBAL, KDKA, WJR, 
’, KYW, KWK, 







RADIO TUBES 
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will see 


and hear 


An your customers 


De Forest Audions posters, news- 
paper advertisements, Saturday 
Evening Post advertisements — 
thousands of them reaching mil- 
lions of people. 


the De Forest Audions, a 41 piece 
military band led by the world 
famous conductor, Arthur Pryor, 
and many guest artists who are 
outstanding operatic and instru- 
ment stars. 





BROADCASTING 
— over the nationwide 
Columbia Chain which 
reaches 76% of the radio 


owners of America. 


NEWSPAPERS 
—leading papers in 166 
trading centers of the 
country carry the De 
Forest Message twice a 
week to 16 million. 


JERSEY CITY 





de Forest! 


Everyone knows about De Forest Audions, the 
1000 hour plus Radio Vacuum Tubes, through 


our nationwide advertising campaign. 


BILLBOARDS 
— more than 4000 of 
them in nearly 500 


cities and towns. 


MAGAZINES 
—advertisements that 
are planned to reach a 
vast audience of 9 mil- 
lion readers of the Sat- 
urday Evening Post. 


Make your store headquarters for De Forest 


Audions ... the “high vacuum radio tubes” 


Write today for new prices and dealer proposition 


DE FOREST RADIO COMPANY 


NEW JERSEY 





was present and spoke a few words 
concerning the high spots of radio 
legislation. 


According to Mr. Messick, the 
administration is working on a 
sane platform of legislation. The 
government attitude under Mr. 
Hoover will be to father radio and 
not to regulate it. This work will 
be under the leadership of Sena- 
tor Watson. 


He believes that in the spring or 
by fall at the latest the position of 
the present radio commission will 
be defined and he also says that 
definite thought is being given to 
establishment of a technical com- 
mission. 

: a 


Men Who Sell Radio To Meet 


The men who actually sell the 
hundreds of millions of dollars 
worth of radio apparatus each year 
will meet in Buffalo, N. Y., on Feb. 
18 and 19 for their annual conven- 
tion, it was announced by Harold J. 
Wrape, president of the Federated 
Radio Trade Association. 


They are the owners and execu 
tives of the various agencies of ra 
dio distribution in the United States 
and Canada, wholesalers, dealers, 
manufacturers agents and, in addi- 
tion, local radio associations, from 
the Atlantic to the Pacific. For the 
first time at a Federated Conven- 
tion there will be sectional meet- 
ings, in addition to joint sessions, 
at which the four units of the as- 
sociation may discuss their individ- 
ual problems. 


Among the speakers to address 
the joint sessions will be President 
Wrape; H. G. Erstrom, Chicago, 
executive secretary of the Feder 
ated; Maj. Herbert H. Frost, New 
York City, president, Radio Manu- 
facturers Association; William S. 
Hedges,- Chicago, president, Na 
tional Association of Broadcasters : 
Judge John Van Allen, Buffalo, 
legal counsel, RMA; Hon. Frank 
D. Scott, Washington, D. C; Bond 
P. Geddes, New York City, execu- 
tive vice-president, RMA; L. S. 
Baker, New York City, managing 
director, National Association of 
Broadcasters; Martin F. Flanagan, 
Chicago, executive secretary, RMA. 

Among the radio wholesalers 
having important places on the pro 





gram are: Peter Sampson, Chi- 


di: ee ee 
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A Radiotron 
for every purpose 


| BADIOTRON UX-201-A 


Detector Amplifier 


RADIOTRON UV-199 
Detector Amplifier 


RADIOTRON UX-199 
Detector Amplifier 


RADIOTRON WD-11 
Detector Amplifier 


RADIOTRON WX-12 
Detector Amplifier 
RADIOTRON UX-200-A 
Detector Only 


RADIOTRON UX-120 
Power Amplifier Last 
Audio Stage Only 


RADIOTRON UX-222 
Screen Grid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 
Power Amplifier 


RADIOTRON UX-171-A 
Power Amplifier Last 
Audio Stage Only 


RADIOTRON UX-210 
Power Amplifier Oscillator 


RADIOTRON UX-240 
Detector Amplifier for 
Resistance-coupled 
Amplification 
RADIOTRON UX-250 
Power Amplifier 


RADIOTRON UX-226 
A.C. Filament 


RADIOTRON UY-227 
A.C. Heater 
RADIOTRON UX-280 
Full-Wave Rectifier 


RADIOTRON UX-281 
Half-Wavre Rectifier 


RADIOTRON UX-874. 
Voltage Regulator Tube 
ee UV-876 


aliast Tube 


RADIOTRON UV-886 
Ballast Tube 


The standard by 


which other vacuum 
tubes are rated 


Look for this mark 


on every Radiotron 


RADIO CORPORATION OF AMERICA - 





SV SVSV VV 





aT has aT aT ta T Lad ha ds 





POWEL CROSLEY. Jr. 


President. THE CBOSLEY BHADIO ( CORPORATION, says 


“Exhaustive tests have demeoastrated that BCA 
Radictrens materially improve the reception of 
Cresiey Radice sets. We consider them the highest 


attainment of vacuum tube efficiency.” 


cxchusvely im the laboratory tests of manufacturers 





sore, better results will be obtained if you put mew tubes im every socket. Once 
all of your wulies with RCA Radiotrons. 


RCA RADIOTROA 


RADIO CORPORATION OF AMERICA. New York (hicage . Atlanta . Ballas . San Franctere 


4 


as aT SS te hie NS aS" de Ne ae 








This is the second of 
the 1929 series of 
Radiotron advertise- 
ments, each of which 
will be signed by a 
leading manufacturer 
of radio sets. 











Your tube customers hold you re- 
sponsible as their purchasing agent. 
Make sure of their continued good- 
will by supplying them with RCA 
Radiotrons. You cannot afford to 
make your customers a try-out field 
for tubes of unproved quality. 


Manufacturers of quality receiving 
sets specify RCA Radiotrons for 
testing, for initial equipment and 
for replacement. 


New York + Chicago ~ 


Atlanta ~ Dallas - 





San Francisco 


RCN RADIOTIRON 


|: i 6 THE MAKERS OF THE 


RADIOLA 


| 


_ 
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WF annou 


The New and Mightier 
Quality You Can 


Here in a few words is a story of 
the latest Majestic achievement: 


SS SSE EEE 


be 


To build a product better, finer and for 
less money than has ever been asked 
for the highest quality merchandise 
before, is no easy task. All this, and 
more, was accomplished by MAJESTIC 
Electric Radio in 1928—an achievement 
that set the world to talking, thinking 
and buying MAJESTIC. Since last June, 
when the first MAJESTIC receiver left 
the factory, over 600,000 MAJESTICS 
have been produced, and are giving 
such consistently good performance that 
this, too, has amazed the world. 





To make a product better than those 
that have gone before was a real achieve- 
ment — but how to make the best prod- 
uct that could be made for the money 


Model 72 still better, was a task that might well 
Beautiful Louis XVI walnut cabinet with doors of * * 
diamond matched oriental walnut having genuine inlaid appear impossible. 
marquetry border. Instrument panel also of diamond 





matched oriental walnut framed with butt walnut and birds- Yet MAJESTIC has done it. Under the 
eye maple panel. Seven tubes completely shielded using ¢ 4° *113 
R. F. L. balanced circuit. Majestic Super- guiding hand of William C. Grunow, . 
Dynamic Speaker. Volume control in- $1 675° iss, genius of production, whose foresight, 
stantaneous in action. Single dial control. ° ° P oge 

° imagination, and ability to weave the 


Slightly Higher West of the Rockies. 
finest technical achievements into 


mass production of radio receivers, has 
brought him international fame—A new 
and finer MAJESTIC has been created. 
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“ 


Majestic Electric Radio 


Actually Feel! 





Its performance is astonishing, its beauty 
outstanding, its price amazing. 


When you see and hear these new 
MAJESTIC receivers, you forget all but 
quality — quality of performance, quality 
of appearance that you can really feel. 
You only know you want to own one of 
these new models—to have it for your 
very own — to add breathless beauty to 
your home and give you matchless per- 
formance which puts a new song of 
happiness in your heart. 


Forget all but quality, yet receive your 
greatest thrill when you learn the price. 
For MAJESTIC’S newest achievement, 
the radio with quality you can feel, is 
within reach of every purse. 


J 








Model 71 


Post colonial period design with instrument panel 
of matched burl walnut framed by paneling of birds- 
eye maple and matched burl stump walnut. Seven 
tubes completely shielded using R. F. L. balanced 
circuit. Majestic Super-Dynamic 
Speaker. Volume control instanta- $] 3 
neous in action. Single dial control. 

Slightly Higher West of the Rockies. 


L 
50 Less 


ubes 





—E-LE-GEi-RIC-RADIO-—- 
Mighty Monarch of the Air 


YY 
GRIGSBY-GRUNOW CO., 5801 Dickens Ave., Chicago Jd 
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Next Summers 
BAN GALES 


depend upon 
Todays decision 


LANNING of an electric fan sales 
campaign cannot begin too early 
in the year and the first and most 


important consideration is—determination 
of the line to be carried. 








The Diehl line is as complete as could 
be desired. Desk, bracket and ceiling 
fans of every popular size and type are 
included with exhaust and ventilating fans 
Desk and Bracket Fans and special purpose fans, for industrial 
and domestic purposes. 





y Forty years specialization has taught 
Diehl how to manufacture motors and fans 
that are standards for good appearance, 

Ceiling Fans long life and freedom from trouble and 


dealers are proud to display the Diehl 
line. 


Ample stocks are maintained in leading 
trade centers and the Diehl policy of sale 
assures full protection of jobbers and 
ample margin of profit for jobbers and 
dealers. 





Write for new catalog, illustrating and 


Exhaust and Ventilati ibi ; 
weeds ~*~pepemeeen describing the complete line. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 


‘“‘Wind-O-Vent” Home ELIZABETHPORT, N. J. 


Ventilator 








Atlanta Boston Chicago Columbus Dallas 
NewYork Philadelphia Pittsburgh St. Louis 


Deal with 
DIEHILIX 
nFANS 

















cago; Harry Bonfig, Kansas City, 
Mo.; Ernest Ingold, San Francisco ; 
J. Newcomb Blackman, New York 
City ; Charles Gomprecht, Philadel- 
phia and F. D. Pitts, Boston. 


Co-hosts of the radio men will 
be the Buffalo and Rochester Radio 
Trade Associations. Elmer Metz- 
ger, Buffalo, is chairman of the 
joint committee. 


* K * 


Luther E. Reid 
(Continued from Page 16) 


unload some of the responsibility 
on several pairs of loyal shoulders 
and took some of his boys into the 
business as_ stockholders. They 
are: J. R. Steele, vice-president ; R. 
A. Peck, vice-president; D. F. 
Habecker, secretary, and R. H. 
Falkenbach, treasurer. 


At the expiration of the Eighth 
Street lease, the company moved 
into its present home at 116-118 
North Fourth Street. This is a 
commodious and_ well-appointed 
establishment, affording a welcome 
relief from the congestion in the 
old place brought on by 15 years 
of steady expansion. In addition 
to the modern facilities and better 
office arrangement Mr. Reid is en- 
abled to plan improved display 
rooms for fixtures, radio, appli 
ances and refrigeration. 








When this girl came to Manhattan 
Electrical Supply Co., St. Louis, she 
was just “George Kemper’s sister.” 
But she lived that down and has grown 
very popular for her own sake. Frances 
is one of those girls who can be pleas- 
ant to all without neglecting her work. 
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ts last six months teach a 
lesson about Zenith Automatic 
Radio—a lesson that any radio 
dealer can study with profit. 
The reception which the radio 
buying public has accorded this 
remarkable new development 
is decisive. Automatic Tuning is 
here to stay—to grow as All Elee- 
tric Radio grew. And the point : 
of interest to the radio dealer is P— te 


this—Only Zenith has Auto- 





e * 
mate f eagne maz. Just pressa button—there’s your 
™ station instantly. No uncertain- 
ty—no logging—no hunting for 
stations. The owner himself sets 


30 Models—3 different circuits including De Luxe, Auto- the Zenith Automatic in half a 
matic and Phonograph Models—with or without loop or snianes withens aug teats. Yet 

E there is nointerference with the 
antenna— battery or completely electric — $100 to $2,500 ordinary dial tuning in the old- 


fashioned way. 


-_ 







= 
—_—_— 


- 








y 


nnoe mane i O 
ts LONG. ois TANCE as 7 A D 


3620 Iron Street CHICAGO 


**Automatic Radio’’ Owned and Controlled by The Zenith Radio Corp., Chicago, U. S. A., under the following patents 
—Vasselli 1581145, Re-issue 17002, Heath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. 
Also under Marvin and other U. S. and foreign patents pending. 


ee 





Licensed only for Radio amateur, experimental and broadcast reception. Western United States prices slightly higher 


WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 


Ol Ml Ml Ml Mi Mi i ts i, thi, Sy i i i, Sl, Al, Mn, le, Sl, tn, Ma ln, i ln. A, tn Mn ls, An rn, tn, tin. Sen, hn. th, A, he 
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pad No fire hazards with P&S Alabax 
porcelain fixtures. Non-conducting. Per- 
fectly insulated. Listed as Standard by the 
Underwriters’ Laboratories. Conform to the 
National Electric Code. 

The right lighting fixture for office build- 
ings and other public structures. 

A money-maker for you, especially if you’re 
on commission—and for your dealers, too. 

Your dealers can sell P&S Alabax to 
every prospect for a wiring job just by dis- 
playing them—for P&S Alabax is being 
nationally advertised right now. It’s the 
safest fixture your dealers can recommend 
to their customers. 





Our catalogue showing Pg S Alabarx fixtures 
in their full colors sent to you upon request 


“P&S make labor less” 


PASS & SEYMOUR, INC. 
Division J Solvay Station Syracuse, N. Y. 

















LIGHTING FIXTURES 

















Luther Reid is justly proud of 
his fine building, of the lines he 
represents and the thorough re 
spect in which his company is held 
by manufacturers, customers and 
competitors. But he is far more 
proud of his organization. It is an 
exceedingly loyal one, in fact, it is 
no exaggeration to say his people 
really love him. They will do any 
thing for him or the house, any 
time, anywhere, because he treats 
them squarely. 

That this feeling of regard for 
him is not confined to mere words 
and smiles is shown by an incident 
which occurred at the closing of 
the company’s 1929 sales confer- 
ence. With his mind only on the 
results obtained and business plans 
for the year, Mr. Reid was sud 
denly confronted with a gift from 
his people that left him gasping— 
a truly magnificent leather golf- 
bag that does everything but tell 
the time of day. And _ nestling 
therein he found 11 of the finest 
clubs, a dozen balls and enough 
patent tees to fill a woodshed. 

This reminds us that he is an 
ardent golfer. He holds the dis 
tinction of having played on a $10, 
000,000 golf course; in other words 
the famous links atop the big dam 
at the Panama Canal. This was on 
the occasion of a visit to Central 
America with the Shriners. 


At home he plays at the Moila 
and Highland Golf and Country 
Clubs. He is an Elk as well as a 
Shriner, a past-president of the 
Rotary and Business Industry 
Clubs, and, away back when, was 
a Tribune in the Jovian Order. 

Mr. Reid was married in July, 
1901, to Miss Amy-Lu Hunt, 
whom he met when she was so 
ciety editor of the News-Press. 
Mrs. Reid is quite active in civic 
and church work, pursuing special 
courses of study to help her pro 
mote education and entertainment. 

In closing, here is a man who 
takes his business very seriously 
and hates to be away from it, yet 
there is nothing of the grind or dis 


_ciplinarian about him. Rather he 





achieves results by putting folks 
on their honor and depending on 
their sense of fair play. He has 
faith not only in his own house, 
but in the industry in which it is 
engaged. 
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un shy! 


Present set owners are excellent pros- 
pects, but they’re a scary lot—gun shy. 


They are frightened by the constant advertising of 
complete sets, the buying of which involves a large 
expenditure and a terrific trade-in loss. 


Your advertising need not scare these 


buyers. A most successful Ohio dealer _ ~~ 
states in all his ads that the reader’s > 

present set can be modernized by add- 

ing one or more of the new radio features. The ads 


pull. Set owners come to him for advice. 





Once in the store, the prospect is 
graciously given an opportunity to 
hear the new sets. He often buys. 
Quite as often he spends his $10, $30 
or $50 to improve his present set, and 
will come back at some future time 
for a new radio. 


Get the Prospect into the Store 























FREE! Our little maga- 
zine, “The Sterling Radio 
Salesman,” will be sent 
regularly to any _ radio 
salesman on request. In- 
teresting and helpful. 


TEST EQUIPMENT 
the home set owner, remember that the Sterling professional 
test equipment is priced low. It costs but little to equip com- 
pletely each serviceman and the store with Sterling testers. 


Send for Complete Catalog 











Remedies 


Sterling offers America’s Greatest Line 
for modernizing radio sets. 


SPEAKERS— The Sterling humless dynamic 
meets a vital demand of the industry. $43, 
list. 


The Super-Magnetic Speakers are the equal 
of many dynamics. Positively the best low- 
priced speaker. Compare! 


$38 POWER AMPLIFIER—The Sterling 
$38 Dyn-Amplifier improves most radios. It 
adds a super-power tube, 210 or 250. Shown 
above with the Sterling Dynamic Chassis. 


HUM ELIMINATOR—Kills the hum from 
any A. C. dynamic. Only $3.50, list. 


POWER UNITS—Sterling “A,” “B” and 
“B-C” Power Units will electrify any set 
using D. C. tubes. Dependable, proven. 


In addition to the test equipment for 
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MURRAY 


SAFETY SWITCHES | 








—and these Reasons 
Increase Your Profits 


All Murray Switches meet the individual 
requirements outlined by Central Stations. 
They are designed to meet specific needs 
of the contractor with generous space al- 
lowed for easy wiring and fastening lock- 
nuts. No delicate parts used which easily 
get out of order. Easiest switch to wire 
saves contractor money in reduced work- 
ing time. Murray Switches incorporate 

over a quarter cen- 











No. 755 (above). . 
The AA Rotary Ac- tury experience and | 


cessible Main Fuse engineering skill 
Types. xf 

which means to the 
jobber a real profit 
making customer- 
building line to 
No. 235 (right). The handle. 
UNISAFTI — /n- 
accessible Main Fuse 
Types combined with 
Accessible | Branch 














Fuses. 
No. 230 (below). 
Entrance Switch. | 
Man | 
f Send 
Other Types f | 
to meet - | 
ater CATALOG 
Service | 
Requirements she | 











METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
PORTLAND, O. DALLAS SAN FRANCISCO 


KANSAS CITY DENVER 
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Boston Salesman on Front 
Page 
Owen E. McGonagle, on the in 
side sales staff of the George I] 


Wahn Co., Boston, crashed the 
front pages of the Everett, Mass.. 


| papers recently. The reason was 


“Mac’s” election to the Everett 
city council. Well, good luck, 


| “Mac.” If you treat the Everett 


folks on civic affairs the way you 

do that host of customers you take 

care of on electrical supplies we 

know that your success is assured. 
* * * 


Wilmington Company 
Acquired by Gooding 
The F. R. Gooding Co., recently 


| formed with F. R. Gooding as 
| president and general manager, has 
| taken over the wholesale radio 


business formerly conducted by the 
Wilmington Electrical Specialty 
Co., Inc., Wilmington, Del. The 
new company has leased a four 
story building at Fifth and French 
streets, Wilmington, where sever 
al thousand additional feet of floo: 
space are available. Mr. Gooding 
was formerly secretary-treasurer 
and general manager of the Wil 
mington Electrical Specialty Co.., 


Inc. 
* * * 


The Dawning Age of 
Sight by Radio 
by 
DAVID SARNOFF 


Vice-President and General Manager 
Radio Corporation of America 


More than thirty million people 
in the United States through the 
electrical “ear” developed by 
radio, are now regularly receiving 
a service of information, education 
and music broadcast through the 


| air. We may hear, through sound 
| broadcasting, the drop of a pin 


across the continent. When will 
radio equip us _ with electrical 
“eyes” that will permit us eventu 


| ally to see across an ocean? 


The horizon is as bright with 


promise for the radio “onlooker” 


as it is for the radio listener 
Within three to five years we may 
expect not only to see television 
broadcasting on an organized scale 
but even to receive distant scenes 
transmitted by radio in their nat- 
ural colors. 





yA. © 
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AM UTAU LAYS 
Dealer Propositions 


in Radio 


an 
sg 


WAIT FOR TT 
>| TEMPLE CORPORATION | 


I925 S.WESTERN AVE. CHICAGO, U.S.A. 
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The Perryman Guarantee 


Protects YOU as well as’ 


Your Customers! 


We don’t have to tell you that 
the dealer frequently has to 


make good out of his own | 


pocket on tube replacements. 
This, in spite of elaborately 
worded guarantees. 


But we can tell you that no 
Perryman Dealer has ever 


had to pay out his own money 


to make good for us. 


Perryman Tubes perform 


with the best year in and year | 
That’s why they sell as | 


out. 
fast as we can make them. 


And, in addition to the extra | 


profit, Perryman dealers have 
a griefless proposition so far 
as replacements go. Which 
means a lot. 


If you wish to examine the 
Perryman 1929 proposition 
write us today. 


Perryman Electric Co., Inc. 
33 West 60th St., New York, N. Y. 
North Bergen, N. J. 


ERRYMA 


Ravoio @ ruees 


Plant: 


| Nevertheless the immediate sit- 
| uation is: That television is still 
| in the experimental stage; That 
| many refinements, improvements 
| and even new engineering solutions 
| are required in the transmission and 
| reception of light images by radio; 
| That the broad highway in the 
ether necessary for the establish- 
ment of a television service re- 
quires continued research into the 
| problem of locating suitable wave- 
lengths. 

The great problem of television 
‘is not the problem of making a 
magic box, through the peep-hole 
of which one may view diminutive 
reflections of passing men and 
events. The fundamental prin- 
ciples of sight transmision and re- 





ception are well understood. The 
| greater problems of television are 
| still bound up in the secrets of 
space. 

Simply stated, the engineering 
problems involved in serving the 
eye, as radio now serves the ear, 
are the conversion of light waves 
into suitable 


electro-magnetic, 


waves that can be _ propagated 
through space and converted back 
into light waves at the receiving 
end. Recent demonstrations have 
shown how these problems have 
been met under experimental condi- 
tions. 


But much further development is 
required. We are now working 
towards photo-electric cells of 
much greater sensitivity, for more 
brilliant and readily controlled 
lighting devices, for better means 
of synchronizing light elements on 
the scanning apparatus at each 
end of the radio circuit. In the 
enthusiasm of invention, various 
steps in this direction may be an 
nounced as “solutions” of the tele 
vision problem. . 


But while we are forging the 
electric eye, as we have forged the 


electric ear, we have yet to build 


a road through space broad enough 
to accommodate the necessities of 
visual transmission. We can use 
a wave “sideband” of 5,000 cycles 
for sound transmission, but we 











Every apartment in Canterbury Court, a new apartment building in Chicago, 


is equipped with loud speakers, and every guest has five stations to select 
from. It is a master set playing 5 wave lengths over 181 outlets, serving 181 


| apartments, office and reception room. Any apartment may play any of the 


five stations at any time without cross-talk. There is a local intensity control 
at each speaker, and the set is automatic. The master set is in radio room off 
lobby, and the volume is reduced late in the evening for 24 hour service. The 
system is so balanced that the intensity of sound remains the same whether one 
or 184 reproducers are active, and whether they are all playing on one station 
or divided among all stations. Each radio frequency unit in master set is 
filtered for a particular wave length and plays that without an engineering 
compromise and results in fine reproduction—Underwood Photo. 
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|? Raytheon: 
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and havea 
Healthy 
Business 


This orange, green and black 
box identifies the “Healthy 
Tubes” in every type. 


Raytheon super-service in the 
receiving set means satisfied 
customers in your store. 





= Raytheon = 


» LONG LIFE RADIO TUBES = 








4-Pillar 
Construction 





A Customer Reminder 
to Replace with Raytheons 


This counter display, which is in full 
colors, is attractive and arresting— 
and it tells the whole story of Raytheon 
exclusive inner construction. It is fur- 
nished free to all dealers. 


Raytheon Tubes are shipped in cartons 
of 12, 24 or 48 tubes, eliminating broken 
packages and the extra handling and 
hazards involved in re-packaging. 








For Replacements ~ 
sell the Healthy Tithe” 


Any A. C. set, no matter how originally 
equipped, can have Raytheon ‘‘Healthy 
Tubes”? when replacement time comes. 


When you sell Raytheons, you build 
business through the satisfaction of 
your customers. 


The illustration at the left shows why 
Raytheon is the ideal replacement tube. 
Its unique, super-rigid construction 
holds the elements permanently in their 
correct, relative positions. 


This construction prolongs the life of 
the tube, eliminates microphonic 
noises, ana ‘mproves reception. 
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need a wave band of somewhere 
between 20,000 and 100,000 cycles 
or even more for visual broadcast- 
ing of continuing public interest. 
Nor is this the only problem which 
television faces. 

The problem of radio television 
is best visualized in considering 
the vast differences between the 
ear and the eye. 

Electric and other modern means 
of covering distance have made the 
feet a secondary means of locomo- 
tion. The electric switch, the 
venerator and the motor are com- 
ing very largely to take the place 
of the human hand. Radio and the 
wired telephone have extended 
enormously the range of human 
hearing. 

But consider the eye. With all 
that science, discovery and engi- 
neering have accomplished in 
equipping man for the struggle of 
life, the eye still looks out naked 
upon the world, aided to a limited 
extent by pieces of curved polished 
glass. A sensitive photographic 
apparatus, the eye demands that 
every scene be contracted to its 
limited field of vision. It tolerates 
but little interference. Shake a 





feather before the eye and you blot | 
out the view of a mountain. Pro-| 
ject two views simultaneously and 
you create confusion before the 
sight. Distort a picture and you | 
destroy its recognizable elements. | 

Now contrast this to the ear. | 
Che ear receives sounds from all | 
directions. It is able to recognize | 
and interpret the slightest tonal 
differences. By an act of concen- 
tration we can almost eliminate | 
trom consciousness the noise of a 
room full of people, and conduct a | 
conversation with a single auditor. | 

Radio broadcasting found a pli- | 
able and sympathetic organ of re- 
ception in the ear. The ear will 
stand for a considerable amount of | 
noise interference, both natural 
and mechanical, with only a moder- | 
ate loss of musical or tonal values. | 
Thus we have been able to over- 
come great obstacles to sound 
transmission by going over or 
around them. And so the sound of 
music may be heard over the roar 
f interference registered in the 
vacuum tubes. 

But in attempting to serve the 
‘ye, radio stands squarely before 
the fundamental problems of elec- 
tro-magnetic wave propagation 





A Complete Service! 


AYLINE Service under our new plan 
does not end with a single sale. Our 
men realize that the jobber must keep his 
merchandise moving. 
Every Kayline representative is equipped to 
aid the jobber’s salesman in closing the aver- 
age special job—bank, church, lodge, etc. 
He carries a representative selection of 
special designs for this purpose. 
A publicity campaign, in national journals, 
and direct representation is in progress, 
whereby Kayline products are introduced 
to the architect. The success of this work 
is proven by the many fine installations al- 
ready made. 
Our plan is complete and is succeeding. 
Many large jobbers are lined up under the 
Kayline banner. Let us send you our full 
story. 





dl Your name will be 
| imprinted on title 
page of a sufficient 
quantity of these 48 
page catalogs to 
cover your entire 

list. 


Write today for copy of this catalog 
THE KAYLINE CO. 


602 Huron Road 
CLEVELAND, OHIO 
_Manufacturers of Lighting Equipment 
SINCE 1895 
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...plenty of “Ammunition” if 
youw’re Selling the Day-Fan Fan 


Show your dealers by a simple 
demonstration how much air the 
Day-Fan Fan blows and how it 
diffuses the air over a large area. 


Point out how easily the fan is 
sold in this manner—“air delivery” 
is the big thing in the customer’s 
mind in hot weather. 


There are logical reasons for the 
extra capacity of the Day-Fan Fan 
—and facts to build confidence in its 
“lifetime” durability . . . its habit 
of standing up even under severe 


conditions. 


Information in detail about the 
superior quality built into Day-Fan 
Fans has been prepared for those 
who sell them. Be sure that you 
are familiar with this pertinent 
selling data. Advance copies are 
ready. Write for yours without 
delay. 
































Summarized briefly, here are 
eight important points about Day- 
Fan Fans: 

1. Day-Fan has had forty years 


manufacturing experience on 
fans. 


. Has a remarkable record of few 
returns due to defects. 


3. The effective shape of the blades 
(almost square at end) gives 
greater diffusion of air. 


bo 


4. Powerful Day-Fan motor drives 
them. 

5. Blades of duralumin—light, but 
rigid metal used in air craft 
construction. 

6. Simple, convenient oscillating 
mechanism. 


“I 


. Rugged cast iron construction. 

8. Constructed so as to be noiseless. 
Full line oscillating, ventilating 

and ceiling fans. Write for further 

information to 


DAY-FAN ELECTRIC CO., Dayton, Ohio 


Department O 














A’hunting they did go! But not for 
business this time. On the left is D. 
E. Fullerton, who covers central Penn- 
sylvania for the Lowry Electric Supply 
Co., of Williamsport, Pa., and A. N. 
Hyams, sales engineer for the Wads- 
worth Electric Mfg. Co., with head- 
quarters in Pittsburgh. 











through space. Engineering solu- 
tions alone will not suffice to lift 
the bandage that has limited human 
vision. A sudden blur of interfer- 
ence, hardly noticeable in sound 
broadcasting, may for an instant 
blot out a distant scene projected 
by visual transmission. Static, 
now overridden in the broadcast- 
ing of sound, may vitiate entirely 
by broadcasting of sight. 


* *xk = 6O* 


Don’t Hope When You 
Can Know 


(Continued from Page 9) 
might we know, how often is it de 
sirable that we should know, yet 
through indolence or disinclina- 
tion, or an _ optimistic feeling 
(which is there mainly because it 
is comfortable to have it) that 
“everything will turn out for the 
best,” we remain content with— 
hoping? The man who faces facts 
is called a realist. Not in business, 
perhaps in no sphere of life, can 
you get to the top unless you are 
one. 

One must at least try all he 
knows to know. That it should 
seem necessary to say anything so 
trite may seem surprising. Surely 
everyone does try? No, “every- 
one” does not! We are up against 
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The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 


dependable products, 





“Behind the 
Salesman’s Call” 





OHN WILLYS—outstanding American manufac- 
turer and merchandizer—says: ‘““The commodity must 


be at least twotthirds sold before the salesman closes 
the purchase.” 


* * * * * 


This publication is a part of that essential selling job 
that means the ultimate order. 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 
material selected from the best of the present, its advertis- 
ing pages, the paid announcements and descriptions of the 
output of businesses made to serve you as yours is run to 
serve others. 
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Loxon \u “a 
Sell Satisfaction 


Not mere words, but a well 
established fact through- 
out industry and the trade. 
You cannot sell an article 
for a quarter of a century 
and hold it in the spotlight 
of extensive advertising for 
a quarter of a century if it 
is not a good product. Un- 
less it meets the need and 
does the job its sins will 
find it out. 


For protection of lamps 
against breakage and theft, 
sell Loxon. They serve 
you while they serve your 
customer. 





| MICGILL{D 


MANUFACTURING, CO. } 37:7 






ESTABLISHED 


VALPARAISO INDIANA 





























a curious kink in human nature. 
That “hope,” without a_ solid 
groundwork of definite, unim- 
peachable information to go upon, 
is far commoner than, if you have 
not given due thought to the mat- 
ter, you would think. If you want 
proof, you have only to look at 
how some businesses are run. A 
man has data relating to his under- 
taking all around him. Every 
business has symptoms or signs, 
yet a man can go on for years and 
not trouble to read those which so 
closely concern himself. He has 
figures in his books which, collated 
and intelligently grouped and an- 
alysed and studied, would “speak 
volumes.” They remain there, in a 
state of archaic confusion, undi- 
gested. A mass of useful, even il- 
luminating deductions might be 
made from such documentation, but 
are not. He does not really know. 
Perhaps he has always made a 
profit and says there is no reason 
to dive deeper. Yet unless he has 
investigated all the factors that 
have enabled him to make that 
profit and is fully aware of all the 
other factors which although nor- 
mally against the making of a prof- 
it have not prevented his doing so, 
he has no assurance he is on rock. 


I have noticed it is not always 
because that kind of man has not 
the ability to get at the facts about 
his business and keep them in 
mind and build up from them. He 
could grasp the whole field if he 
wanted to. In any event, in these 
days it is no difficult matter to 
learn the way. There is a growing 
body of highly capable business 
researchers who show how to elu- 
cidate the inner significance of 
trading figures, how to apportion 
out every item of expense so that 
each article, when its selling price 
is fixed, is made to bear its due 
proportionate share, how to learn 
whether a line which is showing 
apparently a high rate of yield is in 
fact showing just that yield, or is 
actually showing a lower one, per- 
haps a much lower one, and pos- 
sibly even a-loss. Such surprising 
discoveries as the latter have been 
made before now. It may be cost- 
ing far more to sell the line, in 
ways that do not readily meet the 
eye, than the man who goes on 
just happily content with the extent 
of his sales, even suspects. Be 
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the 


extra 
eavy- 


duty 








A dominant adver- 
tising campaign is 
telling the story of 
the Ray-O-Vac 
Extra Heavy-Duty 
Radio “B” Battery 
No. 8303 to mil- 
lions of radio fans in 
1929. Be sure your 
customers are pre- 
pared fortheir share 
of this business! 

















longer life 


and costs 
only 


| 1} 


silelge. 





FRENCH 


















This is the ultimate in radio “B” 
batteries; it gives thirty per cent 
longer service to the radio user... 
and it costs (retail) but 13% more. 
Extra heavy-duty for extra-heavy 
demands; extra large size (though 
it’s proportioned to fit all console 
type radios and all radio consoles). 
Extra power...extra life...extra 
value for your customers and 
their customers. Start them off 
right with the Ray-O-Vac Extra 
Heavy-Duty Radio “B” No. 8303; 
your old friends will welcome it 
—they’ve been waiting for such 
a battery! Ray-O-Vac exclusive 
Cell-Pocket Construction, of 
course. Details await your request. 


BATTERY COMPANY 


Factory: Madison, Wisconsin 
Sales Office: 30 N. Michigan Ave., Chicago, IIl. 
Branches: Minneapolis, Kansas City, Atlanta, Chicago, 
New York, Los Angeles 


Also makers of Ray-O-Vac “A” and “C” Radio Batteries, Ray-O-Vac 
Flashlights and Batteries, Ray-O-Vac Telephone Batteries 
and Ray-O-Vac Ignition Batteries 














90 


THE JOBBER’S[JJ)SALESMAN 





“Rewer 


replacements 


than any 
other tube”’ 


say Chas. M. Stieff, Inc., 
well-known Baltimore 
radio retailers 


E have made a positive 

check of Arcturus 
Tubes,” says Mr. Edward 
Keeler, Manager of the Radio 
Department for Chas. M. 
Stieff, Inc., Baltimore, Md., 
“and find that after service of 
one month they give a higher 
meter reading than any other 
tube on the market. 

“Also, we are pleased to say 
that our percentage of replace- 
ment is smaller than any other 
tube.” 


Radio retailers everywhere 
report the same success with 
Arcturus Tubes. These better 
A-C Tubes sell readily because 
their many points of superior- 
ity—7-second action, no hum, 
2000 hour life—can be easily 
demonstrated to every cus- 
tomer. 


If you want to sell the fast- 
est moving A-C tube on the 
market today, get all the facts 
about Arcturus. 


ARCTURUSIJRADIO TUBE CO. 
220 Elizabeth Ave., Newark, N. J. 


ARCTURUS 


BLUE wvtire TUBES 





cause he has not the digest, the ex- 
pense accounts, the comparative 
tables, which prove the position 
and leave nothing to guesswork or 
speculation. In this. sense, al- 
though he may be doing so well in 
‘his business generally (one 
| balancing another) that he seems to 
‘have little left to wish for, he is 
‘actually “hoping” when he might 
know. Although not expressed, 
/his hope is that without more trou- 
ble than at present things will 
continue to go on as well as now. 

Although he is growing rarer, 

/you and I, to be candid, must con- 

fess that we still quite frequentiy 
meet that type of man on our 
travels. It is curious, because cer- 
tainty is so much safer. 

Beyond doubt at that meeting 1 
mentioned there were many in the 
audience equally as capable as the 
speaker himself to find out the real 
facts about the problem they had 
in hand. The difference just was 
that he could not live in an atmos- 
phere of fog, dubiety, vagueness, 
it was distasteful to him. He was 
all for hope and optimism, that Was 
clear enough; but he very rightly 
put such things in their proper 
place; such feelings must be sub- 
servient to facts, knowledge. 

He was of the type that gets 
things done. A man armed with 
‘one certain fact is a whole world 
better equipped than one who has 
not investigated so far and can 
only hope that the fact will prove 
to be a fact. 

There is not any field of activity 








. Hagar, road salesman, and 

Ww. Clark radio manager, of the Mid- 

West General Electric Supply Co., 

Omaha, Neb., plotting a campaign for 
new sales. 


item | 
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Clear Silver 


Tones - Making 
Friends by Thousands 


HERE are no tubes in the 
world that can surpass these 
rugged, long lasting favorites in 
quality and sweetness. Expert 
workmanship, correct design and 
the careful selection and testing of 
all materials are responsible for 
their great popularity. 
The CeCo Couriers are on the air 
every Monday evening over the en- 
tire Columbia Broadcasting Chain 
of 20 cities—8:30 Eastern time 
(7:30 Central time). Be sure to 
listen in. 
If your house does not handle CeCo Tubes, have 
em write for full particulars and information to 


CeCo Mfg. Co., Inc. - Providence, R. I. 


Radio Tubes 
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Win CUSTOMER MUST 
BE SATISFIED WITH 


BRIGHT STAR 
AMPLIPOWER. 


--THE GUARANTEE MEANS WHAT IT SAYSe 


The Bright Star Amplipower is 
guaranteed to give satisfactory 
service for 12 months from date 
of purchase, with any tubes of 
standard type. In any shortcom- 
ing, honorable adjustment is made 
on the basis of service actually 
rendered. There is no uncertainty 


about this proposition—the full re- 


BRIGHT STAR 
Chicago 


sources of the Bright Star Battery 
Company stand behind the bajtery 


and the guarantee. 


The demand for “B” batteries will 
continue for many a year to come — 
serve your 
customers and increase your own 
profits by selling Amplipower — the 
guaranteed “B” battery. 


and you will best 


BATTERY CO. 
HOBOKEN, N. J. 


San Franeiseo 





“*TWENTY YEARS 


BUILDING THE QUALITY LINE’’ 
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Atwater 
Kent Model 
— for new 
electro - dy- 
namic combi- 
nation and 
models 40 & 42. 
Panel light  illu- 
minates dials—an- 
other exclusive 
Findlay feature. 











Radiola Con- 
sole Grand for 
model 60 and 
Speaker 106 built 
in. May also be 
= had for model 18 and 
Magnetic Speaker. 
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wy Dynamic _ Re Radio Consoles 














American Bosch 
Atwater Kent 
Crosley 

Fada 

Radiola 


Write 
for 
Details 


~by FINDLAY 


—v 


Here are the best sellers for the radio year 1929 ... Findlay Radio Consoles 
built especially for the new dynamic sets and speakers. 


Exclusive console designs in rich walnut finishes with genuine bronze orna- 
ments—all the eye-beauty of fine veneers plus the Findlay Console features: 
vibration-less, sturdy, and sound construction that glorifies the true notes 
from the speaker. You who are tone conscious will be astonished. 


Findlay Consoles also have another feature that dealers like. No trouble in 
installation—simply place the table model for which the particular console is 
made, in the set compartment. Push set forward until dials extend through 
panel of console. Installation is then completed. 


There is a Findlay Console for every set mentioned on this page. 


ROBERT FINDLAY MFG. CO. 


Metropolitan and Morgan Aves., Brooklyn, New York 


Also: Findlay Console Tables for all popular radio sets. 















pAY-BRite 


Picture Reflectors 
FOR 

Homes Art Galleries 

Theatres Museums Etc. 


DAY-BRITE Picture Reflectors of- 
fer a big field of profit for you. 
They are substantially built and at- 
tractively finished and packed in 
individual cartons ready for resale. 
Write for more information on 
DAY-BRITE Picture Lighting and 
see how easily you can make money 
with this line. 


DAY-BRITE REFLECTOR COMPANY 


3825 Laclede Avenue St. Louis, Mo. 














where we shall fail to benefit |) 
training ourselves to be this kinc 
of “realist.” Uncertainty, anticipa 
tion, are perhaps up to a certaii 
point pleasant. An opening is lef: 
for the unexpected, for the unforc 
seen thing which by its freshnes. 
brings with it a new interest. Bu 
it is not a safe pleasure to indulg: 
very far. It can, and frequentl, 
does, land us into a dickens of 
hole. When you are in it, you de 
rive no compensation from think 
ing that the causes which led to i 
were there all the time for you t. 
see, had you troubled to look. 

The man who says: Don’t hop: 
when you can know, sometime: 
seems a disturber of the peace. H: 
makes you feel the brass _tack- 
penetrating through your air cush 
ion. But in the end his brass tack- 
will prove to be an iron tonic. 

It is true, all along the line 
There is a kind of confidence base: 
on ignorance. It gets us along 
well enough in fair weather. 

3ut only the other kind of con 
fidence, based on knowledge, en 
ables us to weather the storms 


And makes men of us. 
*k 


Nursing a Seventy Thousand 


Dollar Account 
(Continued from Page 6) 
The rules that Joseffy follows in 
selling are these: 

When in doubt about a cus 
tomer’s question, tell him so and 
then get him the desired informa 
tion from reliable sources. (N 


| jobber’s salesman selling a com 


plete line, can hope to know a lot 
about every line he sells. Know 
Where to locate any informatio: 
you may need When you need it. 

2. Analyze the buying possibili 
ties of Every customer, and men 
tion these possibilities on ever) 
call. (This will put more items 01 
the order blank.) 

3. Work. (This is the bigges 
dividend-bonus payer in th: 
bunch.) 

Here is a man who functions i1 
such a manner as to prove, once 
and for all, that those who main 
tain jobber’s salesmen are “jus! 
order takers,” do not know where 
of they speak. 
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FO W A IRD 


-the new ¢em in the radio world 
Khe 1929 Howard 


Green Diamond Fi¢ht 


All Electric 8-Tube Receiver 


Everything built-in but the speaker — - 
no external power unit. Uses new 


Alternating Current tubes. Special 
amplifying system for electrical repro- 
duction of phonograph records gives 
greater range of entertainment. 


Howard quality standards maintained 
throughout. Now ready for inspection 
at leading dealers. 


Other Howard Models to $2500. 
Send for Illustrated Booklet. 


Howard Radio Company 


Makers of Fine Radio Receivers—Exclusively 


CHICAGO 


Licensed by R. C. A. 


and Associated Companies 
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MANUFACTURERS 


NEWS 








Cutler-Hammer Changes Name 


Announcement has been made of 
a change in the name of the Cutler- 
Hammer Mfg. Co., Milwaukee, 
Wis., manufacturers of electric mo- 
tor control, wiring devices and al 
lied lines. The new name will be 
Cutler-Hammer, Inc. The new 
company is organized as a Dela- 
ware corporation. In this change 
from Wisconsin to Delaware cor- 
poration laws the Cutler-Hammer 
Mfg. Co. and the Cream City 
Foundry Co., of Milwaukee and the 
Cutler-Hammer Mfg. Co., of New 
York are united under one name. 

The officers are: F. R. Bacon, 
chairman of the board; B. L. Wor- 
den, president; F. L. Pierce, vice- 
president; J. C. Wilson, vice-pres- 
ident; H. F. Vogt, treasurer, and 
\V. S. Stevens, secretary. 


*k * Ox 


Lighting Equipment Men Go 
To Norfolk 


The annual meeting of the Ar- 
tistic Lighting Equipment Asso 
ciation and the Illuminating Glass- 
ware Guild is to be held at the 
Virginia Beach Hotel, Norfolk, 
Va., February 6, 7 and 8, 1929. 

George J. Klein is president of 
the A. L. E. A. and he will open 
the first general session at which 
an address will be made by T. Yoe- 
man Williams, managing director 
of the League for Industrial 
Rights. 

On the evening of February 6, 
there will be a meeting of a special 
group of lighting equipment manu- 
facturers selling through whole 
salers, the chairman of which is 
Richard ‘Williamson, of R. Wil- 
liamson & Co., Chicago. 

Other interesting papers and 
discussions will be on the subjects 
of: “Opportunities and Value of 
Decorative Lighting,” by A. L. 
Powell, manager engineering de- 
partment, Edison Lamp Works: 
“Work of Trade Organizations,” 
Charles F. Abbott, executive direc- 
tor American Institute of Steel 


Construction: a discussion. on, 








“How to Cut Costs with a Cost 
System’; discussion, “Cost of Dis- 
tribution and How It Can be 
Reduced.” 

Every effort has been made to 
arrange a program that will com- 
bine business and_ pleasure in 
proper proportions. 


Wakefield Makes Changes 

The F. W. Wakefield Brass Co., 
Vermilion, Ohio, manufacturers of 
lighting specialties, announces the 
resignation of G. L. Basil as secre- 
tary of the company, which posi- 
tion he has held for over ten years. 
Mr. Basil will enter the jobbing 
business in Detroit. Carl Schroe- 
der, after an absence of two years, 
returns to the company as produc- 
tion manager. C. R. Egry, while 
retaining his title as purchasing 
gent, has been appointed chief of 
the development department. 





R.C.A.-Victor Merger 

Approval of a plan calling for 
the unification of the Victor Talk- 
ing Machine Company with the 
Radio Corporation of America was 
announced at recent meetings of 
the boards of the two companies. 
Holdings of the Victor Talking 
Machine Company in_ subsidiary 
and associated companies through- 
out the world are included in the 
unification. 

The consolidation will greatly 
strengthen the Radio Corporation 
in the entertainment field and it 
will. bring the Victor company 
with all its musical and entertain 
ment artists, as well as its phono 


graphic manufacturing facilities, 
into an organization controlling 
theaters through the R. C. A., 


Photophone, Inc., and in the mo 
ton picture business through the 
connection of film booking offices, 








Charles A. Pierson, president of the Standard Electric Stove Co.,.of Toledo, 
Ohio, had all his salesmen in for a rousing meeting which was held at the 
Commodore Perry hotel, January 3, 4, 5 and 6. The subjects which received 
full discussion were jobber distribution, dealer contacts and standardized sales 
talk by aid.of a chart. The meetings were addressed by C. H. Giddings of the 
Curtis Publishing Co. M. W. Pernier and Mr. Beard of Electrical Merchandis- 
ing and Henry W. Young of THE Jopper’s SALESMAN. Reading from left to 
right: Top row: F. M. Bostater, Mrs. F. M. Bostater, J. D. Behnke, Wm. P. 
Swartz, C. A. Pierson, F. N. Cuthbert, Mrs. Juliet Brown, C. H. Swartz, C. S. 
Turner. Bottom row: H. P. Denison, H. H. Venable, F. W. Schreiber, P. C. 
Tiedeman, Morris Jones. 
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No. 142—%" 
Heavy Duty 
Price $40.00 


on _™ 












No. 121—'4" 
Standard Duty . 
Price $54.00 ge 


No. 122—'4" 
Heavy Duty 
Price $60.00 


ERE is a real talking point with which to sell Stan- 
ley Drills—you can run a Stanley Drill all day at 
No. 342%" full rated capacity with only an 8° rise in temperature. 

ecavy uty 
seaaanson. There are many other good features of Stanley Drills. 
Exceptionally powerful motor gives more than adequate 
reserve power. Simple, compact design eliminates pro- 


jecting parts and makes drill both rigid and strong. 


Our advertising is paving the way for you to sell Stan- 
ley Drills. Send for Catalog No. $59s, describing the 
complete line of Stanley Electric Tools. 








The Stanley Rule and Level Plant, New Britain, Conn. 


Price $46.00 


STANLEY TOOLS 
(S706 
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A couple of 
twists and— 





it’s equal to 
a Soldered: Joint 


Saves 
Time and Money 
NLARGED cross sec- 


tion showing how se- 
are held in 


curely wires 
place. 
No fussing with torch, 


solder and paste is un- 


necessary. Simply grab a 
Simplex Connector, 
a couple of twists over the 


give it 


wire end and it’s on—to 


stay on, too. 


E.T.L. Tests 


showed Simplex Connec- 


tors soldered 
joints in strength and con- 
ductivity—a positive proof 
effectiveness in 





equal to 


as to its 
work. 


Send for 
Samples 


TRY THEM 


contractor friends 
are looking for 
ways to save money. Hand 
them a couple—tell them 
to try out. They’re 
sure to return and buy a 


Your 
always 


"em 





supply. 


WEISS & BIHELLER, INC. 
584 BROADWAY - NEW YORK 


SALESMAN OF THE 


| land, 


| let Mfg. Co., 


WHOLESALER IS THE MOST IMPORTANT 


MAN IN THE INDUSTRY. 





On December 13, the Northern 
Electric Mfg. Co., 
the Wadsworth plant at Covington, 


wholesalers, electrical contractors, 


monies. S. B. Williams, editor 
cipal speakers of the evening. 


Kentucky 
held their annual “get-together” 
Ky. 


central 


of Electrical Contracting was one of the 
Forrest 


Wadsworth 
room of 
including 


Mr. 


Kuhlman, vice-president of the W adsworth company, acted as master of cere- 


and the 
assembly 
present 
inspectors. 


Electric Club 
in the 
200 were 
men and 


Over 
station 


prin- 


J. Alvin, merchandising manager of 


Wadsworth, introduced everyone present. 





with the radio-Keith-Orphe- 
um. Subsidiary and associated 
companies of Victor include the 
Gramophone Company, Ltd., Eng- 
the Victor Talking Machine 
Company of Canada, Ltd., and the 
Victor Talking Machine Company 
of Japan, Ltd. 

The Camden plant and organi- 
zation of the Victor Company, and 


inc., 


trade marks will be retained, and 
all contracts and licensing agree- 


ments of both companies prior to 
the merger will remain intact. 

The consolidation brings to a 
successful conclusion negotiations 
in which Messrs. Speyer & Co. and 
J. & W. Seligman & Co. repre- 
sented Victor, and David Sarnoff 
represented the Radio Corporation 
of America. 

This move constitutes the great- 
est enterprise of its kind in the 
United States. Measured by the 
market value of the securities of 
the two companies, it represents a 
$626, 540,000 eareer: 


Death of F. L. . Williamson 

I’. 1. Williamson, eastern sales 
manager of the Chicago-Jefferson 
Fuse & Electric Co., Chicago, died 
recently at his home. Mr. William- 
son was associated with the elec- 
trical business for a number of 
years, and previous to his connec- 
tion with Chicago-Jefferson was 
general sales manager of the Tap- 
of Philadelphia. 


Raytheon Sales Personnel 
Announced 


An enlarged sales personnel is 
announced by Fred D. Williams, 
vice president in charge of sales, 
Raytheon Mfg. Co., Cambridge, 
Mass. Sales representatives of the 
Raytheon organization, covering 
the entire country, are as follows: 
Paul C. Smalley, New York; Harry 
O'Connell, Cambridge, Mass. ; John 
J. Downey, Philadelphia ; Granville 
H. Kratsch, Cleveland; W. N. 
Nevins and L. G. Darling, Atlanta ; 
Harry Merrithew, Dallas; M. J. 
Friel, San Francisco; H. C. Cald- 
well nal William H. Nolan, Den- 
ver. Export sales are handled by 
Ad. Auriema, Ronis need York. 


New Addition to » All-Steel- 
Equip Plant 
The All-Steel-Equip Co., Aurora, 
Ill., is enlarging its plant for the 
third time in 10 years. This most 
recent addition will triple the ca- 
pacity of the wg 


Arcturus Adds F rench to 
Sales Staff 

A. N. French, recently 
ted with the miniature lamp de- 
partment of the American Ev- 
eready Co., Long Island City, has 
joined the sales staff of the Arc- 
turus Radio Co., Newark, N. J. He 
will cover New York state and part 
of New England. 


associa 
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THE \V CURRENT BREAKER IN SERVICE 























Current Breakers 
used with motor 
starting equipment 
and pump service. 


ISTRIBUTORS seldom have a chance to see the products they sell, 
in action. We give you this chance. 
These pictures show a few of the hundreds of Y Current Breakers in all 
the plants of a large New England paper mill that are giving satisfactory 
service day after day. 
As disconnect switches for motor starting equipment, they will always 
stand up to the job, because they are warranted to break better than the 
full rated load. There will be no failure of equipment because of the 
switches. That's why they picked them to be used everywhere in this 
mill. 
These Y Current Breakers were sold thru some distributor. Because 
of their satisfactory service, he'll get more business. And that after all 
is the result of handling V products. 
Our products are represented by complete lines of Safety Switches, Knife 
Switches, Panelboards and Switchboards. 


Trumbull-Vanderpoel Elec. Mfg. Co. 
BANTAM, CONN. 


Boston New York St. Louis Chicago Philadelphia Denver 
Pittsburgh On the Pacific Coast—C. Dent Slaughter Atlanta 


W SAFETY SWITCHES 
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he) 7-193 








Bakelite 
Twin-Lite Socket 


Write for New 
Catalogue 


RODALE MFG. CO. 


200 HUDSON STREET 
NEW YORK 








Etheridge Leaves American 
| Flyer 
W. S. Etheridge, sales manager 
of the electrical division, American 
| Flyer Mfg. Co., Chicago, has re- 
|signed to become general sales 
manager of the Rock Island Mfg. 
|Co., Rock Island, Ill. Mr. Ether- 
idge has been active in the work 
of the Electric Association of Chi- 
cago for the last two years. 
ok * * 
Four Control Manufacturers 
Merge 


Announcement is made of the 
consolidation of the Leachwood 
Co., Janesville, Wis., the Time-O- 
Stat Corp., Milwaukee, Wis., the 
Absolute Con-Tac-Tor Corp., Elk- 
hart, Ind., and the Cramblet Engi- 
neering Corp., Milwaukee, Wis., 
forming the Time-O-Stat Controls 
Co. The new corporation will have 
its main offices at Elkhart, Ind., as 
soon as the planned enlargements 
of the main plant have been com- 
pleted. A new laboratory for 
experimental and developmental 
work will be erected. 

The officers are: Julius K. Luthe, 
president and treasurer; A. I. Wal- 
lace, Paul K. Cramblet, E. J. Leach 
and Roy W. Johnson, vice-presi- 
dents. 

The merging of these four manu- 
facturers places at the service of its 
customers and the industries it 
serves a complete line of automatic 
controls for domestic and indus- 
|trial types of refrigeration and for 
ioil, coal or gas heating installa- 
|tions; also a diversified line of con- 








‘jobbing houses. 


trols and thermostats for gas, oil, 
electricity, etc., for time, pressure, 
humidity, temperature, etc. 

* *« * 


American Reproducer Brings 
Out Two New Ones 


The American Reproducer Corp. 
of Jersey City, N. J., is now lay- 
ing out its plant for the production 
of two new patented reproducers, 
on which it is anticipating leader- 
ship. The trade-mark adopted for 
this line is “Amervox,” and it is 
the result of careful research on 
dynamic reproducers, for over two 
and one-half years, under the gen- 
eral supervision of Eugene Litch, 
chief engineer. While the com- 
pany claims distinction in quality 
for these new reproducers, it inti- 
mates that prices will be in line 
with competitive prices. 

G. M. Barcey, general manager 
of the plant and also manager of 
sales is negotiating with several of 
the largest radio manufacturers re- 
garding their requirements on 
these speakers. The sales policy 
outlined is to cater to the manu- 
facturers of sets and to the large 
An extensive ad- 
vertising campaign is now being 
laid out. 

The success of this company in 
1928 has been _ accomplished 
through the help of the following 
working with Mr. Barcey: Jos. 
Lopiano, president; Ed. Gunther, 
secretary; William Gluck, patent 
adviser; Eugene Letch, chief engi- 
neer, and A. C. Agresti, office man- 
ager, together with a staff of field 
representatives. 








Curtis Lighting Inc., 
|to its staff. 





Chicago, announces the appointment of three new men 


E. E. Parks will function as resident engineer in the Mississippi Valley with 
| headquarters in the Builders Exchange, Memphis, Tenn. 
H. O. Bourkard is now manager of the “Curtistrip” division in charge of 


| national sales promotion activities on that product. 


He was formerly resident 


| engineer in the southeast territory for the company. 
P. M. Rutherford, will cover the Dixie territory in the same capacity as Mr. 


Parker. 
ing, from left to right: 


His headquarters will be at 310 Bona Allen Bldg., Atlanta, Ga. 
P. M. Rutherford; H. O. Bourkard, and E. E. Parks. 


Read- 
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Adela dey Je Finest: 
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There are 


Sirrling 


Reflectors for 





Quality 
that 
Endures 






Cove Lighting 
Display Case Lighting 
Show Window Lighting 


Interior and Exterior 


Spot and Flood Lighting 


General Interior Illumina- 
tion. 


Stering quality is real and 
convincing. It marks a defi- 
nite standard of design, ma- 
terials, workmanship, and 
warranted construction 
which guarantees the highest 
degree of efficiency, service, 
and satisfaction ever pro- 
duced in Reflectors of any 


kind. 












Thus it is that Sterling 
Reflectors are so readily ac- 
cepted and so greatly de- 
sired. There is no substi- 
tute for proven superior 
quality where more and 
better light is required. a ruary Ist. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 
1411 Jackson Blvd. Chicago, U. S. A. 
Representatives in All Principal Cities 


Get your name on our mail- 
ing list to receive the NEW 
issue of our complete cata- 
log which will be ready for 










the mails on or about Feb- 
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PATENTED 


BEFORE YOU BUY 
YOUR FANS for 1929 


see this New Air Circulator 


pels temas the Circulair 


—offering indirect circulation 


on all sides, and eliminating the | 


direct draft of the ordinary fan, 
which has so limited its use in re- 
spect to both time and place; pro- 
viding a perfect distribution of air 
that clears the atmosphere with- 
out a draft on anyone and with- 
out blowing a paper; that serves 
both in winter and summer, in 
doctors’ offices, operating rooms 
and hospital wards without harm 
or annoyance to the patients; that 
is equally as serviceable in the 
boudoir as it is in the bank vault 
or the cashier’s cage; that is per- 
fectly guarded to prevent acci- 
dental injury from the blades. 

It circulates without blowing and cools 
without chilling. Its sales extend right 
through the cold winter months because it 
has solved the problem of proper air circu- 
lation in stuffy, overheated homes and of- 


fices. It has none of the limitations of the 
ordinary fan. 


Jobbers everywhere have stocked the 
Circulair, but if it is not represented in 
your city, write direct for information and 
sales literature. 
Furnished in walnut, mahogany, ivory or 
black. In 9” or, 6” sizes. 


Cone accessories include ash tray, flower 
holder or humidifier (extra). 


Plug and 8 ft. cord supplied. 


Universal motor (AC or DC). Ball thrust 
bearing. 110 or 220 volts. 


When ordering, specify color, 
voltage and accessories desired. 


CIRCULAIR 


The new way fan 


current, 


ELECTRO MFG. COMPANY 
OF AMERICA 
32nd and Arch Streets ¢ Philadelphia 





Through the acquisition of a plant in Davis Square, Somerville, Mass., which 
will be used exclusively for the manufacture of Mershon condensers, the Amrad 
Corp. plans to double its output of this product. The condenser plant at Med- 
ford Hillside will, however, continue to operate with a capacity of 9000 con- 
densers a day. According to the Amrad announcement the new factory has an 
exceptional source of power, water and gas as well as a convenient railroad, and 
has a capacity of 12,000 condensers a day. 

The company has just concluded its sales convention at which Major James 
E. Hahn, president, revealed that sales for the past year showed an increase 

| of 150 per cent over 1927. The evening preceding the close of the convention 
'a banquet was given at which Leceister Mingins, of the Twentieth Century 
Radio Corp., New York, was the guest of honor and the only speaker. 





ploy 2,000 people and will be de 
voted to the manufacture of both 
sets and cabinets. A telegram of 
welcome was received by the Stein 
ite officers from Mayor Geake of 
Fort Wayne which, among other 
things, said he had placed an or 
der with a local distributor for the 
first Steinite radio to be manu 
factured in the Fort Wayne plant. 


Steinite to Build in Fort 
Wayne 
The Steinite Radio Co., of Chi- 
| cago, announces that it will begin 
| construction work at once on its 
/new plant in Fort Wayne, Ind., to 
/occupy 15 It is expected 
that it will be in operation on 
| May 1. The new factory will em- 


| 
| 


acres. 








Prize Winning Window:—The Southwest Electrical Sales Co., Chicago, with 
this window won the first prize of one hundred dollars in the better window 
display contest conducted by the Reflector & Illuminating Company among 
electrical contractors, jobbers and dealers. P & A Electric Co., Mansfield, 
Ohio, won the second prize of sixty dollars, and Canfield Supply Co., Kingston, 
| N. Y., third, of forty dollars. The judges were: J. W. Collins, secretary, Elec 
| trical Contractors Association of Chicago; George J. Cowan, president, Koes- 
| ter School of Window Display, Chicago, and E. H. Leaker, display manager 
| Henry C. Lytton & Sons, Chicago. 











February, 1929 THE JOBBER’SMISALESMAN 101 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





asier Assembly~- 
with Oliver Pole Line Material 


All OLIVER Pole Line Material is designed with 
this paramount idea. Years of patient improve- 
ment and development within our own organi- 
tion—years of first hand study with linemen and 
public utility engineers and their pole line con- 
struction problems,— are responsible for the 
complete line of OLIVER time and labor saving 
devices nationally recognized today by the leading 
public utility companies throughout the country. 


Simplicity of design has always been the dom- 
inating keynote. 


OLIVER 


EFRON “> STEEL CORPORATION 
South 10th & Muriel Streets 


aang DENNA. 


OLIVER #e MATERIAL 


APPROVED AND ACCEPTED SINCE 1894" 


Cc 
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SHERMAN 


Terminal Headquarters — 


4 for U.S. A. 























Ls The ONLY 
COMPLETE LINE 


New requirements have caused 
Sherman to design many new termi- 
nals during the past year. We, 
therefore, can truthfully continue to 
state Sherman makes the only Com- 
plete Line of Terminals. 

Sherman’s line is so complete that 
terminals can be found which appear 
to be especially designed for each 


particular requirement. When in 
doubt consult us. Our Engineering | 
Department will cheerfully extend | 


you their expert advice. 

Made from high grade brass or 
copper on up-to-date machinery, 
Sherman assures you the very best 
product and the lowest prices. 

Stocked for immediate shipment. 
Sample gladly sent and no charge. 

Ask for complete specifications and 
prices. 


ALSO MANUFACTURERS OF 


_ 


Fixture Connectors 
Extension Connectors 
Ground Clamps 
Battery Connectors 
Battery Clips 

Fuse Clips 











7 


H. B. SHERMAN MFG. 
CO. 


Battle Creek, Michigan 


The gentleman on the right, Charles 
C. Hillis, who has been with the Tri- 
angle Conduit Co., Inc., for a number 
of years, is now the Pacific Coast sales 
manager and covers the territory from 


the entire 
Denver. 
of the 

was until 
has now 


Next is J. E. 
founders of the 
recently the 
been unanimously 


McAuliffe, one 
company, who 
treasurer and 
elected 


course is on the board of directors. 


who has recently been assigned to take 


| over the sales management of the mid- 


western and eastern territory, in other 
words, the balance of the country that 
is not covered by Mr. Hillis. Jaques’ 
territory now consists of 12 district 
offices extending from Kansas City to 
the Atlantic Coast line and from Can- 
ada to the Gulf of Mexico. 
is that of eastern sales manager. 





Jewelry House Makes Switch | 


Plates 


It is of general interest to ob- 
serve an old, established jewelry 
house, the S. Buchsbaum Co. of 
Chicago, going into the electrical 
switch plate business. Its policy 





His title | 








SINCE 1895 





MORE NEW 
OUTLET BOX 
DEVICES 


WEBER 
OUTLET 
BOX 





Pacific Coast as far east as | 


| president and general manager and of | 


; On the extreme left is J. A. Jaques, | 





will be to sell only through spe- | 


' cially appointed wholesalers. 


Designed to harmonize with 
modern interior decorations, these 
plates are artistic, screwless and 
luminous. They are. made of 
heavy stiffened brass and hand fin- 
ished in accord with the highest 
standards of jewelry workmanship, 
either enameled in colors or silver 
plated in beautiful designs. 


* ok 


Miller Shifts to Bryant 


Earl L. Miller, formerly 
York upstate representative 


New 


for | 


Harvey Hubbell, Inc., Bridgeport, | 


Conn., is now covering western 


New York and part of Pennsyl- | 
vania for Bryant Electric Co., also 


of Bridgeport. 


SWITCHES 


\ 5 Amp. 125 V. 
) 3 Amp. 250 V. 


Approved by Under- 
writers. Laboratories, 
February 24, 1928 


Rating 


Cat. 
No. 


2646 S.P., 314 inch 
2647 S.P., 4 inch 
2648 3-Pt., 31/4 inch 
2649 3-Pt.,4 inch 


A line of “dependable” 


toggle switches perma- 
nently attached to iron 
box covers. Binding 


screw terminals are ex- 
posed in the rear, as in 
sign receptacles. Covers 
may be black, galvanized 
or brass lacquer. 


Sold Through Weber 
distributors. 
Send for Sample. 


HENRY D. SEARS 


General Sales Agent 
860 BOYLSTON STREET 
Boston MASSACHUSETTS 














Wane Devces\s ——— 
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Jumblers ( \ 
3 New Types 


CONTRACTORS take to the Tumbolier Switch 
as the new trend in lighting-control. Gathering a 
group of two or three switches into one wall box— 
under one plate. “Boiling down” the wiring job. 
Cutting down on materials. 


In place of two or three separate switches, or a two- 
or three-gang unit—-ONE GANG. Leads to each 
circuit are quickly hooked up. And with what a 
saving in time and supplies! 


Three new numbers in the Tumbolier Line now 
double its range of usefulness: 





New No. 21472 - - $1.10 - - Two 3-Way (2 levers) 


New No. 21475 -- 1.30 -- Two Single-Pole and 
One 3-Way (3 levers) 


New No. 21543-- .85-- Two Single-Pole 
(2 levers) 
——~ No. 21095 -- .85--TwoCircuit (2 levers) 
No. 21096-- 1.10 - - Three Circuit (3 levers) 
No. 21098 -- _.95 - - Single-Pole and 


3-Way (2-levers) 





SWITCHES 


di a4 
; 4 Fa 
ty Bad 

i ps ied 


gs amy 





‘iy, 
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) Surfece lumblers 


‘aa Ly thes Bex (overs 


ANOTHER way to do two jobs in one: Put in 
the switch and box cover at once! Here’s the 
handiest hook-up for pipe jobs in factories, work- 
shops, laundries, cellars. Garages and all sorts of 
outbuildings, surface wired. 


In this surface Tumbler is the same “balanced 
mechanism” as in your H & H flush-type Tumbler. 
Smoothest of actions; easy-throw and even tension; 
most positive contact electrically. 


Show your customers these wiring short-cuts for the 
hook-ups listed below: 


Number 6064 - - .28 - - Single-Pole, 31” cover 
Number 6065 - - .30 - - Single-Pole, 4” cover. 
Number 6068 - - .53 - - Three-Way, 3}” cover. 
Number 6069 - - .55 - - Three-Way, 4” cover. 


(5 Amps., 125 V. 3 Amps., 250V. Schedule “‘S’’) 


Japanned Covers are standard. Galvanized or “Duro” finish 
supplied at no extra price 





HAKT & HEGEMAN DIVISION 


THE ARROW~HART & HEGEMAN ELECTRIC CO. 


HARTFORD, CONN. Makers of Electric Switches since 1890 
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Small in Size ... Low in Price 


f Large in Volume 


—because positively useful 





HE millions of Luminous Locators already sold are a mere fraction of 

what will be sold. Just think of the wired homes that you yourself 
know of where there are plenty of fixtures, plenty of pull sockets, plenty 
of switch plates—and no Luminous Locators; or not enough. 


The industry is cooperating splendidly in increasing volume by “Red 
Seal” standards of completeness in new wiring, and by the definite steps 
being made to modernize existing wiring and rewire and refixture the 
older installations. 


Luminous Locators are a proper finishing touch to either the least or 
the best wired job. Progressive contractors install them as a matter of 
course, including the cost in their estimates. 


These potential installation sales are additional to “over the counter” 
sales and even tend to greatly increase them. 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction patents, under which most Luminous Locators are made. 











Unsmoked Ceilings 
IDEAL “Universal” 


Wire Connectors Eliminate 


Blow Torches and smoked, dam- 
aged ceilings requiring repairs. 


Here Are Your Buyers 











MOMMA LEE tiff 4, 





i Contractors Electrical Appliance 
y Radio and Electrical Manufacturers 
Dealers Industrials 
One size fits all Fixture Manufacturers 


ne 
roughing and fixture 
joints Give the 
joints double  cur- 


rent carrying apa 100,000,000 Wiring Joints made 


Practically un- 








breakable Fully 
— annually! That’s volume! 

, ME Ne / 
Ideal Commutator Dresser Co., 229 


1047 Park Ave., Sycamore, II. 
Please send samples, new prices and complete information regarding Ideal “Uni- 
versal” Wire Connectors. 





| Gordon C. Sleeper Appointed 
| Temple Sales Manager 

As announced in the January 
issue of THE JOBBER’S SALESMAN 
Gordon C. Sleeper has become 
| head of the Temple Corporation 
| sales organization. Mr. Sleeper, 





Gordon C. Sleeper and (insert) 
Fred W. Piper 


for many years prominent as head 
of the Sleeper Radio & Manufac 
turing Co., pioneer set manufac- 
turers, will apply his experience to 
the problems of radio merchandis- 
ing with one of the most progres- 
sive organizations in the industry 
today. 

Announcement of the appoint- 
ment of Fred W. Piper as assist- 
ant sales manager is also released. 
Mr. Piper is well known in radio 
circles, particularly in the middle 
west, for his work in the sales of 
Peerless reproducers and previous 
to that time for his activities with 
the Amplion Corporation. 

The new Temple picture will as- 
sume tremendous proportion in the 
year 1929, it is predicted. In a lit- 
tle over 12 months the present 
factory has been outgrown, a fac- 
tory which it was believed would 
be adequate for years to come. 
The Temple factory is now being 
moved to the Clearing industrial 
district, of Chicago. 








Standard to Enlarge 
The Standard Elec. Stove Co., 
Toledo, O., has purchased ten acres 
of ground and within the next six 
months will build a plant which 
will approximately double its pres- 
| ent capacity. 
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“THIS WILL HELP” 


VERY time your list of calls includes prospective cus- 
tomers for switches, take one of the unit block assem- 
blies of the NUBLADE SWITCH with you. It’s never 
excess baggage. It will get your customer’s attention quicker 


than anything you could say. 
It’s an excellent thing with which to demonstrate the firm, full 


Sizes range from 30 to 600 ampere 


contact between blade and post and the fact that the “break” is made capacity 
on a line — not just at a point. Equally effective in proving perfect nie 
alignment, and for illustrating how this unit block assembly facilitates " 
possible replacements. 250 _ ne — and 

We will gladly send you one of these unit blocks vars 

to put in your grip along with your catalog. > 

2, 3,4 or 5 pole 
Co.t’s PATENT FirnE ARMS MF. Co. — 


Fusible, non-fusible or solid 
neutral types 


ELECTRICAL DIVISION 
Hartrorp, Connecticut, U.S. A. @ 


NEW YORK + BOSTON + PHILADELPHIA * CHICAGO + SAN FRANCISCO 





33-N-15 
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RLM Standard Dome 


Interchangeable Reflectors 


The line of heavy threaded Quad 
reflectors now includes several 
new types, Shallow Bowl, Deep 
Bowl and Angle in addition to 
the Dome type. All of these 
reflectors are porcelain enameled 
green outside, white inside, and 
offered with green 
baked enamel socket-hoods un- 
der the trade name “JUMBO.” 
Ask for folder giving new list 
prices. 


QUADRANGLE MFG. CO. 
26 South Peoria Street 


CHICAGO 


MUA 


eaQuaeacity ) 


are now 











| FWD public utility trucks, winches, 
| derricks, trailers, etc. 


| agreement 


| will have two divisions, The Arrow 


| will operate independently through 


| and a better product. 





| Mr. DeMoss will 
| Michigan. 


| tralia, 








G. D. Simonds, formerly with the 
Graybar Electric Co. as tool sales engi- 
neer is now Sales engineer for the Four 
Wheel Drive Auto Co., Clintonville, 
Wisconsin, manufacturers of FWD 
trucks. Mr. Simonds will be located in 
New York City and will devote his at- 
tention to the development and sale of 





Arrow and H. & H. Merge 


Effective December 31, by an 
of consolidation, the 
Arrow Electric Co., and the Hart 
& Hegeman Mfg. Co., both of 
Hartford, Conn., merged and be- 
came one corporation under the 
name of The Arrow-Hart & Hege- 
man Electric Co. This: company 


Electric Division and The Hart & 
Hegeman Division, each of which 


its own distributing channels. 

It is believed that this merger 
will result in new lines, more effi- 
cient manufacturing, better service 


1 K * 


New Representative for Bond 

The Bond Electric Corp., Jersey 
City, N. J., has completed arrange- 
ments whereby A. DeMoss_be- 
comes its Detroit representative. 
In addition to the city of Detroit, 
cover eastern 
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His return to the flash- 
light and battery field will be wel- 
comed by his many friends in the 
trade. | 


* * * | 
_Manufacturer Secures Export 


Business | 
Electric Mfg. Co.,, | 
Brooklyn, reports a big increase | 
in its export business. Sydney S. | 
Sacks, sales and advertising man- | 


The Eagle 


ments were recently made to Aus- 


| 
| ager, states that three big ship- | 
| 
| 


also heavy shipments to | 


other trade centers in Continental | 
eure pe. 


PROFIT 


FOR YOU 
plus 


SATISFIED 
CUSTOMERS 





The E. Z. bolt anchor is a small 


item but carries a profit. 
They are used in large quantities in 
thousands of applications. They 
are needed to hold signs and can- 
opies to concrete or stone build- 
ings. They are used to anchor 
electric motors to concrete founda- 
tions. Most inery, whether 
in industrial plants, commercial 
buildings, or garages, must be 
anchored and bolted. Where the 
anchorage is made in concrete or 
stone, E. Z. bolt anchors are a 
necessity. 


The above is obviously only a 
partial list of the many uses for 
E. Z. bolt anchors. 


Every day thousands of bolt 
anchors are being put in place to 


hold loads of all kinds. 


With the E. Z. bolt anchor line 
you can cash in on your share of 
profit. They are easy to stock, easy 
to sell, easy to install, and give 
complete satisfaction. 


SPECIAL OFFER 


Fill in the attached coupon and 
we shall mail you, without any ob- 
ligation, four samples of the E. Z. 
bolt anchors. 








Check desired size: 


14” 36” 16” 56” 4” %" a 


Kempton Mfg. Corp. 
148 West 23rd Street 
New York City 
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The Fan You 
an Sell 


& 


Wagner Fan blades cause Minimum wind 
noise. The blade pitch slices the air out 
into a long, strong beam of surprisingly 
large volume. The Wagner Fan Motor em- 
bodies forty years of a. c. motor experience. 


Build your fan business on the Wagner line. 


QR mB oS 





Wagner deliveries from branch stocks are prompt 
and reliable. Ask for the Wagner sales plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S. A. 


Wagner Sales Offices & Service Stations in 25 Principal Cities 


Products: FANS... . . Desk, Wall and Ceiling 
TRANSFORMERS ... Power, Distribution and Instrument 
MOTORS ... Single-phase, Polyphase and Direct Current 


... quality 


61-6231-3 


© 
g 
% 
g 
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GUTH AGLITES 


—a Type for Every Place and Purpose 


Aglite is the ideal Lighting Fixture for 
Bedrooms, Bathrooms, Dressing 
Rooms and similar locations. It is per- 
manently clean and sanitary. Its white 
or old ivory porcelain finish, baked on 
n three coats at a temperature of 
1600 degrees, never peels nor discolors. 
It stays new. 
No exposed metal ; nothing to collect dust. All 
insulated parts concealed in the base. Many of 
the largest hotels and public buildings in the 
country have installed Aglites throughout. 
There is an unlimited market for these prac- 
tical Fixtures. Dealers will find them preferred 
for quantity equipment orders. 

A special folder describing and pricing 

the Guth Aglite will be sent on request. 


The EXQWin EF. Gurm COMPANY 
2615 Washington Ave. St. Louis, Mo. 


MAKERS OF THE WORLD-FAMOUS BRASCOLITE 




































—~¢ 


4ANS 


Ir your company 


distributes Emer- 
son Fans its name 


is listed in the Emerson Fan advertise- 
ment appearing in February electrical 
trade journals. 






Here’s hoping you'll find this factory co- 
operation helpful in lining up your Emer- 
son Fan contracts for 1929. 


Made by the makers of Emerson Motors 


The Emerson Electric Manufacturing Co. 


2018 Washington Ave., St. Louis, Mo. 806 W. Washington Blvd., Chicago, Ill. 


50 Church St., New York City 











General Electric Appoints 
Two Managers 


H. L. R. Emmet has been ap- 
| pointed manager of the Erie, Pa., 
‘works of the General Electric Co., 
‘and J. E. Brobst has been named 
manager of the Bloomfield, N. J., 
plant succeeding Matthew Gris- 
wold and C. D. Knight respective- 
ly, both of whom retired from 
active service on January 1 because 
of ill health. 

Mr. Emmet has been with the 
General Electric Co. since 1912, 
and has been production mana- 
ger of the Schenectady works 
since 1922. Mr. Brobst has been 
with the company since 1903, and 
since 1920 has been engineer of the 
industrial control engineering de- 
partment at Schenectady. He will 
continue to act in the capacity of 
engineer of the industrial control 
department, having general super- 
vision over the engineering depart- 
ments at both Schenectady and 
Bloomfield. 


* * X* 


Manufacturer Secures Export 
Business 

The Eagle Electric Mfg. Co., 
Brooklyn, reports a big increase in 
its export business. Sydney S. 
Sacks, sales and advertising mana- 
ger, states that three big shipments 
were recently made to Australia, 
‘also heavy shipments to other 
trade centers in Continental 
Europe. 








This is the “steering committee”, in 
other words the field division managers 
|of the Trico Fuse Mfg. Co., Milwaukee, 
who recently got together to shape 
Trico’s activities of the current year. 
Top row, left to right: Fred G. Masek, 
southwestern division; Chas. R. Hodg- 
son, southeastern division; Fred C. 
|Geiler, central division. Front row, 
ileft to right: B. M. Slicting, sales 
| manager; Herb. E. Hartstein, eastern 
| division; Oscar H. Jung, secretary and 
| general manager. These boys have a 
sales force of forty under their di- 
| rection. 
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ADJUSTABLE 


POLE BAND 
answers this question: 


48 


It is impossible for Telephone or Utility Com- 
panies to specify all the attachments they will be 
required to make on their poles for years to come. 
If they are using Tubular Steel or Concrete poles 
to some extent as approximately 16% of Utility 
Companies are today, it is necessary to make 
provisions for attaching Cross Arms, Secondary 
Racks, etc., during the process of manufacture 
or before the pole is erected. 


For additional information pertaining to the new Peirce Adjustable Pole Band and its many uses, write to 
John Lineman, 6301 Butler St., for descriptive literature. 


The new Peirce Adjustable Pole Band has been 
designed to attach all types of Pole Line Hard- 
ware, including Mast Arms, Cross Arms, Sec- 
ondary Racks, Transformers, Pole Top Pins and 
Pole Steps (detachable), without drilling or cut- 
ting the pole. Attachments may be made to any 
diameter pole at any height. In other words, 


Peirce has made it possible to “Drive a Lag 


Screw into Steel.”’ 








Si 








Hubba xtcoml 


PITTS BURGH * OAKLAND. CAL.“ CHICAGO 
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Guaranteed 





to go “on” and “off” 


when controlled by 


Reliance 
Time . 
Switches 


eT a ee and selling Re- 
liance Time Switches is like put- 
ting money in the bank. Every switch 
sold gives you immediate profit plus a 
never-to-be-forgotten amount of good 
will. Your contractor knows the value 
of Reliance Time Switches, which are 
now made even more exacting, having 
been improved with 15 new features. 


And All Servicing 
Is Up to Us! 


Complaints and adjustments are few 
and far between, nothing for you to 
worry about. We handle all service 
calls on Reliance 
Time Switches 
Direct thus sav- § 
ing you time and 9 
inconvenience. - 

Also manufac- 
turers of Racine ¢ 
Time Switches, a 
low priced ma- 
chine that will 
meet the strong- 
est competition. 


RELIANCE 


Automatic 


Lighting Co. 


1907 Mead St., Racine, Wis. 








Crosley Honored by Kentucky 


Governor 

A captain of industry became a 
colonel of the Blue Grass State, 
when on December 28, at a dis- 
tributors meeting at the Cincin- 
nati Club, Powel Crosley, Jr., 
president of Crosley Radio Corp., 
Cincinnati, was presented with a 
commission on the staff of Gov- 
ernor Flem D. Sampson of Ken- 
tucky. 

The conferring of the honor 
upon Colonel Crosley came as a 
surprise to him as well as other 
members of the Crosley staff. 
Judge Rodney Bryson of Ken- 
tucky arrived at the Crosley plant 
as a* special courier from Gover- 
nor Sampson’s office in Frankfort 
while the meeting was going on, 
and instead of merely handing the 
commission to the colonel in his 
office as originally planned, took 
advantage of the meeting and 
made the presentation at lunch. 

Governor Sampson, through his 
representative, stated that this 
honor had been conferred on 
Powel Crosley, Jr., in recognition 
of the service he is rendering the 
entire state of Kentucky through 
the broadcasts of station WLW. 


* * 


Chicago Steel Tank Opens 
Minneapolis Branch 


Announcement is made of the 
opening of an office in Minneapolis, 
Minn., at 516 Third Ave., So., by 
the Chicago Steel Tank Co., Chi- 
cago. C. W. Allen will be in 
charge, covering Minnesota, Wis- 
consin, South Dakota and North 
Dakota. 

This company also announces 
the appointment of C. Dent 
Slaughter as its representative on 
the Pacific Coast. 

* * x 


Hamilton Beach Has New 


Cleaner Display Stand 

The 1929 selling plan of the 
Hamilton Beach Manufacturing 
Co., Racine, is built around store 
demonstration and its new “Demo- 
Display,” which is a combination 
display and demonstrating stand, 
consisting of a stand and a rug. 
The entire set-up occupies only 5% 
square feet of floor space, and was 
designed especially for demonstrat- 
ing and displaying the Hamilton 
Beach cleaner. 











Always 
the / 


S ame e 
GLAS has just as many ad- 
vantages for medium 


voltage insulation today as it has 
ever had. Hemingray manufactur- 
ing methods have been developed 
in pace with the advances in the 
glass making art, making the most 
of the distinctive characteristics of 


PERMANENCE 


Glass is unchanged by time, 
temperature or the elements. 


"TRANSPARENCY 


No hidden flaw can exist un- 
detected in glass insulators. 


HOMOGENEITY 


Being alike through and 
through glass has uniform 
insulation value and mechani- 
cal strength. 


Non-PorosiTy 


Water is not absorbed in any 
degree—hence glass is never 
affected by moisture. 


STRENGTH 


Hemingray annealing meth- 
ods and design combine to 
give Hemingray insulators a 
mechanical strength that as 
long as the insulator stays 
on the pin, will maintain a 
very large percentage of its 
original flash-over value. 


EMINGRAY 


Sales policy like Hemingray 
glass, contains no hidden qualities that 
cannot bear closest scrutiny. Once 
established, it has been maintained 


continually, without change. 





HEMINGRAY GLASS CO. 
Muncie, Ind. 
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Looking \gs 
for a 


“TRADE WIND”? 


Old sailors know the steady breezes 
off the equator as the trade winds. | 
And when dull hot days come wise 
dealers know the lively breezes from 
R&M Fans are ‘‘trade winds,”’ 
too—dependably blowing con- 
tentment to customers; profit 
to themselves. 


An R&M sale is a sale—no 
service needed afterwards be- UW 
cause Robbins & Myers Fans 
are the fine product of 31 years’ pre- 
cision manufacture. Light, but 
sturdy. Quiet running. Need lubrica- 
tion only once a year or so. Adjust- 
able to “‘a gale or a capful.’’ Exten- 
sively advertised for years —they are 
never shelf-loafers. 


1929 R&M advertising is breezier than 
ever. Before you know it sweltering 
people will be asking again for “‘the 
fan with the flag.’’ It isn’t too early 
to order your summer stock today. 


Robbins & Myers, Inc. 
Springfield, O.; Brantford, Ont. 


Robbins & Myers 
Fans and Motors 


The Sign OW, of 2 Breeze 
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New Electrical Products, Illustrated 








The Marbelite Art Products Co., 
Chicago, presents the No. 600 line 
of standard window reflectors. 
These units are self contained and 
flexible and are wired complete for 
service. The flexibility feature 
makes it possible to illuminate any 
window regardless of length or 
depth without the necessity of em- 
ploying special shape reflectors. 
The reflector shells are made of 
guaranteed metal which does not 
corrode or tarnish. 











Pass & Seymour, Inc., Solvay Station, Syracuse, has produced a new 
porcelain bracket fitted with a convenience outlet, hidden from view at 
the lower extremity. This bracket will not crack, chip, peel or stain and 
is easily cleaned. It comes in a variety of colors, exclusive of convenience 
outlet and switch if specified. Pass & Seymour has also developed two 
all-metal bases interchangeable with its entire line of brass shell sockets. 
New labor-saving tumbler switches for two and three circuit connections 


are being introduced. 














The merchandise department of 
the General Electric Co. at Bridge- 
port, Conn., is placing on the 
market a new 10-inch electric fan, 
superseding the 9-inch model. This 
fan is especially suited to the apart- 
ment or small home, and may be 
readily adjusted for either desk or 
bracket use. It is equipped with 
aluminum blades which help to in- 
sure quietness in operation. Motor 
body and blades are finished in 
forest green. Made in both oscil- 
lating and non-oscillating models. 





New automatic turnover toast- 
ers are announced by the West- 
inghouse Electric and Mfg. Co., 
Mansfield, O. These new toasters 
embody an adjustable timing de- 
vice which may be set to toast 
any thickness of any kind of 
bread to any degree of brownness 
desired. The operation of the 
timing device is unaffected by 
heat from the element. Two 
models are available. 








A new design of feed-through 
switch for use with electric house- 
hold appliances and small indus- 
trial tools has just been announced 
by the Cutler-Hammer Mfg. Co., 
Milwaukee. This switch, called the 
C-H 70-50 Pushbutton Switch was 
designed primarily to decrease the 
time usually required to wire 
switches of this type. The im- 
proved internal mechanism has 
been so compacted that wiring 
space is exceptionally large. In 
addition the cover screws are an- 
chored to prevent complete remov- 
al and loss. To facilitate quick 
installation, these new switches are 
shipped open, thus it is necessary 
to attach the wires to the terminals 
and replace the cover only. The 
case is of bakelite with black and 
red push buttons. 
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With These New Fans 


as Leader. 
forl929 


casi Mite iii Dealers will have a complete 
quality fan with 674" blades line of Signal fans to meet 
demand for a low-priced fan 
or a good fan for general use. 
The three new Signal fans 
are improved models— 














Signal Induction Motor Fan. 


backed by 32 years’ experi- shaadi” = *alllameaesaa 





ence making quality fans. 


The Signal Induction Motor Fan 
is quiet in operation—with a mo- 
tor that requires little attention 
—constructed for service. The 
Cool Spot with 8” blades Cool Spot Junior is made to meet 
—popular seller last year ‘ 
the demand for a_ low-priced 
quality fan. Other Signal fans— 
the Signal Jr., the Signal Table 
Fan, the Signal Ventilating Fan 
—are popular items—have been 
good sellers for several years. 





Your stock of Signal fans should 
be complete to meet the calls of 
dealers to whom the new models 
have been announced. Write to- 
day for our sales helps and com- 
plete proposition. 





Signal Jr. better than ever 
—very popular—always in 
demand 





SIGNAL ELECTRIC MFG. CO. _ Signal Ventilating Fan 
Electrical Manufacturers since 1890 
MENOMINEE, MICHIGAN 


Export Office: 56 Wall Street, Room 225, New York 
Branch Offices 
Dallas 


Branch Offices: 





New York Minneapolis 
Philadelphia San Francisco 
Atlanta Los Angeles 
Denver Seattle 
Pittsburgh Toronto 

St. Louis Winnipeg 
Chicago Buffalo 
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New Electrical Products, Illustrated 








Curtis Lighting, Inc., Chicago, manufac- 
turers of X-Ray reflectors, has recently in- 
troduced three new fittings—or X-Raylets, 
as they are known—to be used with Cur- 
tistrip, the standardized wiring device. They 
will be known as X-Raylet No. 12, service 
box; X-Raylet No. 5, receptacle (with shade 
holder groove); and X-Raylet No. 19BX, 
BX attachment. The service box has been 
developed to meet the demand for a fitting 
which will allow larger than % inch con- 
duit to be connected with Curtistrip. It 
is provided with % inch knockouts on each 
side, top and bottom, which can be reamed 
out so that as large as 1% inch conduit 
can be used. The receptacle is made with 
a shade holder groove which makes it 
adaptable to the X-Ray form X holder and 
all standard shade holders for porcelain re- 
ceptacles. The BX attachment allows for 
connecting %4 inch BX to Curtistrip at any 
point. 





Here is shown the new 
line of terminals brought 
out by the H. B. Sherman 
Mfg. Co. Battle Creek, 
Mich., suited for every pur- 
pose in ignition, cable 
harness and general auto- 
motive wiring terminal re- 
placement work. The ter- 
minals illustrated are types 
281, P-100, 11 and 20. 


















National Carbon Company, Inc., 


New York, is marketing a new 
line of flashlights for gift purposes. 
Eveready flashlights in old ivory 
and gold, designed especially for 
women, are being supplied in two 
sizes of two-cell tubular cases, and 
in a flat three-cell lantern type, 
with extension handle. 




















The Morrow Co., Inc., Wauke- 
gan, Ill., announces a new vacuum 
handle 


cleaner with detachable 
converting the product into 
auto-cleaner. The fan 


employs 


The Trumbull-Vanderpoel Elec- 
tric & Mfg. Co., Bantam, Conn., 
announces a new electric test lamp 
an 1%4 inches in diameter and 3 inches 
long. Test leads are provided with 





aviation principles, increasing the 
power, and ball bearings are in- 
cluded as an aid to lubrication. 
Moth proofing and floor polishing 
equipment is standard. Motors are 
over-size and of rugged construc- 
tion. 








insulated handles and plain tips. 
No hooks are used and there is no 
chance of using the wrong lamp 
by mistake because 220 lamp 
has green cap and 600 V. lamp has 
red cap to correspond with fuse 
labels. 








A new kind of conduit has been 
announced by the Electrical Division 
of Steel and Tubes, Inc., Cleveland. 
Steeltubes electrical metallic tubing 
is a thin wall, rigid conduit having 
all of the characteristics of the so- 
called heavy, standard conduit but 
with a lighter wall. It is made from 
cold rolled open-hearth steel insur- 
ing a basic quality which tends to 
resist corrosion and provides a tube 
ductile enough to be readily bent to 
any desired shape by use of a spe- 
cial bending hickey supplied by the 
manufacturer. The wall of this new 
conduit is approximately one-third 
the thickness of standard conduit. 
It is used without threading, con- 
nections being made by means of a 
union compression type coupling. 
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Sell Your Customers An Idea 
And Make More Money 


WIRE FOR THE FUTURE 
60 Amp. Service 














The ADVANTAGE ot Today 
—_The NECESSITY of Tomorrow 


From now on, 60 Amp. Meter Service Switches will 
e begin to be demanded for normal entrance work 
requirements. 


2 Light, heat and power conditions in industry and the 
e home are no more like what they were fifteen years ago 





than are my lady’s hats and dresses. Et ad 


3 Probably right now in the average home, 30 Amp. 
e Service is enough to take care of lighting and miscel- 
laneous appliances. 


4 The cost of electricity has declined continuously for the 
e last decade, encouraging its use for heat, light and 
power in the home. 


5 An increasing number of homes are using electricity for ) 
¢ cooking, requiring 60 Amp. Service. vio. 18322 


6 Every new home wired with 60 or 100 Amp. Service errs 
e whether actually required or not, constitutes a ready 

market for heating; cooking, and labor saving appliances—a 
distinct advantage. 








7 Tomorrow, 60 Amp. Service will be a necessity, so why 
¢ not be ready and start early? 


Remember, Selling Bigger Units 
Assure Bigger Profits for You. 





A Switch For Every Purpose No. 28323 


Sold ‘Through Jobbers 


Sealable Cover 








NEW YORK CHICAGO 
114 Liberty St. 2001W.Pershing Rd. 
BOSTON SAN FRANCISCO 
1002 Statler Bidq. Bourse Bldq. 595 Mission St. 


ATLANTA 
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Porcelain and Slate Cutouts 


Well made. Best materials. Wide selection. 
Individually packed. 


— Send for catalog sheet — 


—Oo— 


Multi Electrical Mfg. Co. 


1840 W. 14th St., Chicago, Ill. 

















Roll Call ¢ the 


KESTER Corps of Flux Core Solders 


GENERAL UTILITY: Attention! State your duties! 

ACID CORE: I do the heavy fighting; congeee the past soldering tasks 
that industries, mechanics, farmers and others have. 

METAL MENDER: I attack with ease all household and other odd sol- 
pon Be obs; vanquish waste; help boys make toys and men make 
useful things. 

ROSIN CORE: I maintain the lines of communication; and do other 
particular jobs; I’m the foe of corrosion. 

RADIO: I’m the chief aide-de-camp to the radio set builder a repairer. 
Radio engineers rank me high for permanent, fine wor 

PASTE CORE: The electrical squad and general duty for me. Like other 
Kester Solders I’m two-in-one—solder and flux combined—and 
save both time and money. 

CHORUS: We’re Kester Flux-Core solders true, 
A corps of cores, all made to do 
Much better jobs and quicker, too; 
A touch of heat; the job is through; 
Both time and cost we save for you. 

COUNTER-SIGN: Over counters fast we g0, with sales and profits high, 

Our national adsare helping youto make the buyers buy 
Established 1899 


CHICAGO SOLDER CO., 4251 Wrightwood Ave., CHICAGO 


KESTER nse SOLDER 




















The Day-Brite Reflector Co., St 
Louis, has moved into this new and 
larger plant at 3825 Laclede Ave. 


Change in Wagner New York 
Office 


Important changes have been 
made in the personnel of the New 
York staff of the Wagner Electric 
Corp., St. Louis, freeing E. W. 
Goldschmidt, eastern executive 
representative from the duties of 
district manager of that territory 
and promoting Harold N. Felton, 
until recently manager of the 
Wagner Corp., Milwaukee office, 
to that post. 

Mr. Goldschmidt, who has been 
the representative of the corpora- 
tion in New York City for twenty- 
five years, and who is chairman of 
the exhibition committee of the 
N. E. L. A., will now devote all of 
his time to contacting with the 
electric light and power industry. 

* * x 


Utah Gets New License 
Utah Radio Products Co., Chi- 
cago, has been licensed by the 
German inventor, Hans Vogt, to 
manufacture the new bi-laterally 
operated condenser speaker in the 
United States. This company re- 





| ports the most successful year in its 
| history, popular demand through- 


out foreign countries as well as the 
United States bringing about a 400 
per cent increase in sales, it is 
claimed. According to officials, 
production is now running at full 
capacity and enough business has 
been booked by the sales depart- 
ment to justify keeping this pace. 
es 


Kolster Appoints Rhinow 
Sales Manager 

A. W. Rhinow, for three years 
a member of the merchandising di 
vision of the Kolster Radio Corp.., 
New York City, has been appoint 
ed sales manager. Before joining 
the Kolster organization Mr. 
Rhinow was for four years assist 
ant general manager of a whole 
saler’s organization. 
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HE warmth of MAZDA Flametint 
Lamps is needed to light snug 
homes in February. Their bright 
hospitable glow lends beauty and 
comfort to any interior. People like 
to make their lighting system flexi- 
ble by finding the pees xf of 
pearl gray inside-frosted National 
Mazda Lamps and Mazda Flametint 
Lamps they like best. Have your 
distributors recommend these col- 
ored lamps for portable and table 
lamps, and for lighting fixtures. 


Four color advertisements in the 
Saturday Evening Post and Good 
Housekeeping and a striking mes- 
sage in Ladies’ Home Journal tell 
an appealing Flametint story to 
seven million homes in February. 


National Mazda Lamp advertising 
this year strikes a new note. Each 
advertisement deals with the value 
and utility of some particular lamp 
when the market for that lamp is the 
greatest. Thus—auto lamps in Janu- 
ary—at auto show time. In March we 
stress the economy of the 100-wait 
lamp. And so on throughout the 
year with Mazda Lamp advertising 
going into three out of four of the 
wired homes in the country, every 
two.weeks. 


Jobber salesmen who are familiar 
with the quality of Mazda Lamps 
and the consumer advertising and 
dealer helps back of National MAZDA 


Lamps will have no trouble increas- , 
ing their lamp sales during 1929. | 


NATIONAL 


MAZDA 


MAZDA-~ the mark of a Research Service ... 


LAMPS, 
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Kp 
a Lamp guards need to be 

worked like everything else. 
Our twelve salesmen in as- 
signed territories work the 
line constantly, placing orders 
through the jobber’s sales- 
men and the jobbers who 
stock the guards, 

Sell Flexco and Flexco-Lok 
guards in your territory. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, til. 





































a A 








FLEXCO-LOK] 

















Trade Mark 


A-1 


WIRE CONNECTORS 


THE BETTER KIND 





1 Size 


For all joints commonly encoun- 
tered. For combinations of No. 14, 
No. 16 and No. 18 solid or stranded 
up to 4 No. 14 with 2 No. 18 or 
equivalent. They are indestructible 
and are not affected by time or the 
elements. 


A Sure Bet! 


OR perfect joints plus simplicity and de- 

pendability. They save time and do a 
much better job than any other way. Why 
be satisfied with less than the best. Listed 
by Underwriters’ Laboratories. Sample upon 
request. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 


General Sales Office 
64 University Place 
Phone Stuy. 7162 NEW YORK CITY 








Back in September J. W. Brooks, 
vice-president and general manager of 
Pass & Seymour, Inc., went fishing with 
C. L. Nicholson, 2nd, at Henderson 
Harbor, N. Y. Upon their return, this 
picture was turned over to The Job- 
ber’s Salesman. The implication is, 
we suppose, that this mess of fish con- 
stituted the catch but as we happen to 
know that Messrs. Nicholson and 
Brooks forgot to take along any bait 
we can’t help but wonder if some 
freckle-faced, bare-foot country boy 
isn’t several dollars richer than he was 
before these Isaac Waltons went on 
their expedition. 





Correction in January Hamilton 
Beach Advertisement 

In the January page advertise- 
ment of the Hamilton Beach Mfg. 
Co., Racine, Wis., telling about its 
policy which gives absolute protec- 
tion to jobbers and dealers, two ty- 
pographical errors were made. 

The copy under the motor-driv- 
en beating brush vacuum cleaner 
illustration should have read, 
“Outstanding sales records have 
been set up by dealers since the 
price was reduced from $62.50 to 
$39.50 (Denver and West $41).” 

In connection with the illustra- 
tion of the Hamilton Beach vibrat- 
ors, the copy should have read, 
“New ‘Health and How to Get It’ 
book with each machine. Price 
$16.50 to $28.50.” 





of Board 
Andrew Wells Robertson of 
Pittsburgh, president of the Phila- 
delphia Co., was unanimously 
elected chairman of the board of 
directors of the Westinghouse 
Electric and Manufacturing Co., in 
a meeting of that board, held in its 
| offices at 150 Broadway, New York, 
| January 16. 
| Mr. Robertson is 





of Scottish 


|parentage. He is in his 49th year. 
|He was graduated from Allegheny 
College, Meadville, Pa., in 1906, 
'with a degree of A.B., and from 
| the law school of the University of 
Pittsburgh in 1910, with a degree 
‘of LL.D. After practising law in 


| Westinghouse Elects Chairman 


GC ST > 
CON DUIT 
FITTINGS 


“B-X” Connectors 
One Hole, Pipe Straps 
Universal Box Cleats 
Extension Pieces 
Fixture Studs 
Hickeys 
Locknuts 
Bushings 


A Superior Line, carefully made, 
and satisfactory to Jobber, Con- 
tractor and Wireman alike. 


Conveniently located sales offices 


BURG ELECTRIC SALES CO. 
32 Union Square 1321 Arch St. 
New York City Philadelphia 
0. H. Nickerson 
720 Guarantee Title Bldg. 
Cleveland, Ohio 
Louis Sobel Ajax Elec. Sales Co. 
1450 Broadway 1926 Chestnut St. 
Detroit, Mich. St. Louis, Mo. 
Cc. W. Allen 
516—3rd Ave., So. 
Minneapolis 
On the Pacific Coast 
Cc. Dent S 
314—12th St., San 
Los Angeles 


Sold Thru Jobbers 


Chicago Steel Tank Co. 


Electrical Division 
6400 W. 66th St. Chicago 


G. G. Willison 
1913 Pacific Ave. 
Dallas 











Dependability 
and 
Permanence 


You can’t afford to sell a 
customer a product that is not 
dependable. He can’t afford to 
install electric conduit that will 
not be permanent. “GALVA- 
DUCT” and “LORICATED” 
have both of these qualities. 





GARLAND 


MFG. CO. 


Pittsburgh, Penna. 














February, 1929 THE JOBBER’SMI)SALESMAN 119 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


they 














CREAM & WHEAT 


Says “BUSS Renewable FUSES”’ 


The Cream of Wheat Company, Minneapolis, Minn., makers of the nationally 
known breakfast cereal, use BUSS Renewable Fuses to electrically protect their plant 
and equipment. This is just another outstanding instance of BUSS being.adopted as 
standard after a careful check-up. 

Your industrial customers can also have this same dependable electrical protection 
on a low cost, time and trouble saving basis by simply specifying BUSS Renewable 
Fuses. A free sample, for demonstrating its advantages, will gladly be sent you upon 
request. 


BUSSMANN MANUFACTURING CO. .. .- . ST. LOUIS, MO. 
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Jobbers— 


ERE is something new!—the 

latest thing in electrical shop 
lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. There is nothing 
to get out of order on these handy 
and sturdy Glade lights. 


They are offered to you on the 
basis of a strict jobber policy—priced 
to give you a handsome margin of 
profit and to meet competition. List 
Glade Shop Lights in your catalogs. 
Sheets, electros and folders are 
available. Send at once for attrac- 
tive proposition. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 




















1929 


YAGERS 


| SOLDERING 
WRLIGe) 





Safe—Quick 


—Economical! 


Pittsburgh, he became general at- 
torney of the Philadelphia Co., 


| which, with its affiliated companies 





operated all of the electric light 
and street railway properties and 
most of the gas properties in the 
Pittsburgh district. After having 
served for several years as vice 
president of that company in 
charge of public relations and the 
law department he was elected as 
its president in 1926, which office 
he has held since. 


In addition to his important busi- 


ness activities, Mr. Robertson has 


been prominent in public affairs 
in Pittsburgh, especially in connec- 


_ tion with the Pittsburgh Chamber 
| of Commerce. 





*k * x 


Fralick Appoints Agents 
S. R. Fralick & Company, of 15 
South Clinton St., Chicago, manu- 
facturers of the “Kwikon No Bolt” 
fixture stud and Kwikon line of fit- 
tings, announce the appointment of 
several new agents. 


South Factory Distributors, Pa- 
cific and Live Oak St., Dallas, 
Texas, took over the representa- 
tion of the “Kwikon” line in their 
territory on January 1. 


Altitude Sales Company, 626 


| Nineteenth Street, Denver, Colo- 


_rado, have also been recently ap- 


pointed Kwikon agents. 
W. I. Otis, 905 Mission St., 


| San Francisco, California, became 





AGER’S Soldering Salts are safe— | 


quick and economical. 


Packed in % lb., 1 lb., and 5 Ib., 
round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 


We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive flux. ; 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 








1873 


a Kwikon representative January 1. 

A. R. McNally Company, 1034 
St. Clair Ave., Northeast, Cleve- 
land, Ohio, is another recent ap- 


pointee. 
a ae 


G. E. Elections 


At a meeting of the board of di- 
rectors of the General Electric 
Company on January 4 in New 
York, two commercial vice presi- 
deits were elected, President Ger- 
ard Swope has announced. Wil- 
liam J. Hanley, manager of the East 
Central District with headquarters 


in Cleveland, and Charles K. West, | 


manager of the Atlantic District 
with headquarters in Philadelphia, 


have been elected vice presidents | 


in charge of the commercial activi- 
ties of the company in their respec- 
tive districts. 
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Pin-Plug Connectors 


LIEGL indestructible pin-plug 
connectors..... are in wide de- 
mand, are easily sold, require little 
shelf space, and produce big profits. 
They are used for making electrical 
connections to portable lighting units, 
stage lighting apparatus, portable elec- 
tric tools, etc. Capacities range from 
5 to 100 amperes, in various types. 
List them in your catalog. Other 
Kliegl items are: 
Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universan Evectric STAGE LIGHTING Co., inc. 
32! West 50th Street 
NEW YORK, N.Y. 





Write for a copy of 
our Electrical Trade 
Catalog 








14 Years 


of Public con- 

fidence based 

on reliable 
performance. 


RADIO Z TUBES 


for clear radio 
reception 
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Meyers to Represent Ettco - 
E. F. Meyers, 133 N. Michigan | 

Blvd., Chicago, has been appointed 

by S. G. Trattler, vice-president 


nd sales manager of the Eastern Electricians Prefer 
a Se alle - Laste 


lube & Tool Co., Inc., Brooklyn, 
| the 


DETROIT No. 44 


P I \HERE has never been any 

question that Detroit Torch No. 

44 is one of the finest electri- 
cian’s torches on the market. You 
can readily see from the illustration 
how unsually compact it is. It has a 
handsome and practical red enamel 
finish and is equipped with a power- 
ful burner that will keep up perfect 
generation regardless of weather con- 
ditions. For performance, easy sales 
and quicker profits it has no superior. 








If your house does not carry Detroit 
Torches, write for a catalog and 
complete information, 


E. F. Meyers | Bought D E T 4 Oo I T 


——j Because be TORCHES & FIRE POTS —— 

















as the company’s agent in the ter- | Theyre | DETROIT TORCH & MFG. CO. 
ritory comprising Illinois, Iowa | Better DETROIT VY MICHIGAN 
and Wisconsin. Mr. M eyers is | New York Office B.S. Alder Co. - 65 Warren St. 


one of the best known manufactur- 
ers’ representatives in the Middle 
West. Since 1922, he has acted in 
that capacity in the Chicago terri- 
tory, and prior to that time was, 
for 14 years the district represent- 
ative there for the National Car- 
bon Company. 

He will continue, of course, to 
represent Central Tube and Rey- 
nolite in the same territory. 




















QUALITY 
SERVICE 








a ape 
Latest Trade Literature ; 
Pp &S I S No. 3033 shown QUALITY GOODS--PROMPT SERVICE 
ass o io sc, | i 0 is 2! . y . 2 : 
N 4 sina ne Sia api v a, on yon Both are assured if Wadsworth Safety Electric 
N. Y.—A four page folder, cata- agi 3 P ms ot Switches are handled by the Jobber. 
log sheet size, is offered, illustrat- Double Throw The Wadsworth Electric Mfg. Co. knows the de- 
ing many new models, and show- Motor Starting mand of the man on the job and are building a 
ing all the beautiful colors in Switch. quality product that will best meet this demand. 


which P & S Alabax brackets and ——s _Distributors can be assured of a large volume 
-ceptacles ; availabl This of business by carrying a complete stock of Wads- 
receptacles are sigan ante. aS worth Switches. By doing this they will be in a 

company has also issued a 12-page position to serve their customers promptly at all 

colored circular showing its line ae 

of brackets and receptacles, giving 

suggested uses and installations. 

* * 





Wadsworth recognizes the Jobber as an impor- 
tant element in the system of distribution and have 
sold through him and protected him in every way. 


“There is a Wadsworth Switch for every 
Installation” 


Bryant Electric Co., Bridgeport, 
Conn.—A new line of flush tum- 





Write for any Information Desired 


CTRICMFGE INc. 


ntucky. 


. T 20°F : No. 1423 
bler switches, the No. 3951 series, Accessible Fuse 


Meter Service 


is being distributed by this com- ea he WADSWORT 















pany and these switches are effec- cae ; 

tively illustrated in colors, actual . Covington 
size, in a folder which will be sent 
promptly on request to the com- OUR MOTTO: Quality Goods—Prompt Service 
pany. 
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Thefts A 























f 
Socket with 
outer casing , = 
a ewes ane GRIF, : 
a p - Lock : 
Grip-Lock being at o—— 
with insu- tached on = 
lated tab and outside 
ring. thread. \ 


Grip-Lock has an imme- E. / 
diate appeal to industrials - j 
and other users of lamps | 


in exposed locations. 


Fully 50 per cent of lamp replace- 
ments are occasioned by theft. Grip- 
Lock saves this huge waste. Perfect 
contact, lamps cannot vibrate loose, . 


arse.” Seine Co” I)BBERS 
WANTED 


Lock is a real service— 
and profitable. 

o 
East Haven Specialty Co. 
Manufacturers of Grip-Lock Products 


EAST HAVEN, CONN. - - U.S.A. 














Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 











Sylvania Products Co., Empo- 
rium, Pa.—This company has just 
issued an attractive merchandising 
folder on its line of tubes. Begin- 
ning with an introduction on the 
Sylvania “Foresters,” the broad- 
casters of station WJZ, it gives 
detailed information on newspaper 
advertising, literature available to 
dealers, window display material 
\ready, and outlines merchandising 
ideas on tubes. 
| 





Wagner Electric Corporation, 
St. Louis—A new 52-page catalog 
| describing Wagner distribution 
'transformers in single-phase and 
‘three-phase, pole-type and subway- 
‘type, in ratings up to and includ- 
'ing 500 Kv-a, has been brought out 
by this company. One-half of the 
'catalog is devoted to detailed de- 
scriptions, the remainder contain- 
ing ratings, shipping weights, 
prices, etc. 


| Pilot Electric Mfg. Co., Ince., 
| Brooklyn—A catalog on_ radio 
parts containing data sheets on 
|products manufactured by Pilot 
/has been brought out by this com- 
| pany. Technical articles and draw- 
|ings are included. 

Sterling Manufacturing Com- 
pany, Cleveland—This company 
has published the Sterling Radio 
Salesman with a view to helping 
jobbers’ and dealers’ salesmen in- 
crease their sales. Pertinent in- 
formation concerning Sterling line 
of products and successful ideas 
for increasing sales profits and 
good will are included. 


Hatheway & Company, New 
York City—A 16-page booklet on 
Rittenhouse radio units is being 
distributed by this company. It 
contains full explanations on how 
to obtain A and B power: from 
transformers, as well as telling of 
the capabilities of numerous types 
of AC tubes; also 19 helpful dia- 
grams. : 

: 

3enjamin Electric Mfg. Co., Chi- 
cago.—This company has just pub- 
lished a complete bulletin in colors 
describing and illustrating the new 
3enjamin dust-tight glass cover, a 
light-weight, dependable, low-cost 
protection for lamps and reflectors 





|from dust and dirt. 





An Opportunity! | 


Changes in the organization of a 
large eastern electrical wholesaler 
have led to the discontinuance of their 
radio jobbing department. The house 
enjoys well established trade with a 
virtually exclusive territory. This 
situation presents an unusually at- 
tractive opportunity to the right in- 
dividual or organization, to take 
over a profitable and going business. 

If you are interested in this oppor- 
tunity and are in a position to do a 
first-class job for the manufacturers, 
write at once for full particulars. 


Address your reply to Box 117-G 
THE JOBBER’S SALESMAN 
53 West Jackson Blvd., 
Chicago, IIl. 














IN NEW ENGLAND 


it’s 
TUTIN 
for quality lines 
Sold Thru Jobbers 
Warehouse Stocks 





Manufacturers’ Representative 
at 


182 Purchase Street 
Boston, Mass. 











SUN 


The Hall-mark of display lighting equipment 
FLOODLIGHTS 






RAY 


SPOTLIGHTS 
REFLECTORS 


USED IN SHOW-WINDOWS OF 
AMERICA’S BETTER STORES 
Send for jobber’s offer. 


SUN-RAY LIGHTING PRODUCTS, INC. 


119 Lafayette St. New York, N. Y. 











Wrigley Toggle Bolts 








of industrial lighting equipment 





‘Wrigley 
For Quality”’ 


Made of heavier 
gauge steel. 


DEC.3,i901 






Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


HOOD SCREWS ON 
TRUNNION NUT 
TOGGLE BOLT 


First Toggle Bolt 
made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, III. 
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New “Masrer-Size” Wiremold opens 
up big field of industrial and com- 


mercial installation. Wiremold 


“Beam-Strap” makes it almost as 
easy to lay wires ’round beams as 
on surface, Other new features and 
sales helps. 


Send Us 
Your 
Name— 
Now! 


Get your name 
on our mailing 
list to receive 
“The Wiremold 
Business Build- 
er’ and other 
timely informa- 


FREE 





SAMPLE tion and_ sales 
KIT helps. 
THE WIREMOLD CO. 


HARTFORD, CONN. 
































Tobe Deutschmann Co., Canton, | 
Mass.—This company 
first edition of its new monthly | 
house organ, “Filterette,” last| 
month. | 

Appleton Electric Co., 
Ill.—A complete catalog showing | 
all revisions and additions of new| 
items is off the press. 

* K *K | 

Diehl Mfg. Co., Elizabethport, 
N. J.—A very distinctive booklet | 
on its fans has been issued by| 
Diehl. It contains 16 pages of in- | 
teresting illustrations and descrip- | 
tions of the complete line of Diehl 
fans. 














* * * 
Belden Mfg. Co., Chicago, Ill—| 
A comprehensive 48-page catalog | 
known as Bulletin 10 has been is-| 
sued covering the products of the| 
magnet wire and coil departments. | 
Considerable space is devoted to| 
the properties of magnet wire, Bel-| 
denamel and textile insulations, | 
wire tests, etc. 
* * * 
The United Electric Co., Can- 
ton, O—This company’s new 
“Tuec Sanitator” circular contains 


| illustrations and descriptions of the 


wide range of utility, efficiency and 
convenience of the Sanitator. 
* 7 * 


Jenkins Television Co., Jersey 


City, N. J.—This company has just | 
|issued an interesting booklet giv-| 


| sold. 


‘Kellogg 


ing a brief outline of the status of | 
television, its possibilities and its| 


allied developments. | 


Bryant Electric Co., Bridgeport, | 
Conn.—This company is supplying 
its distributors with attractive 
folders in colors illustrating the 
“Bryant-Hemco” No. 253 cord set, 
and “Hemeco” plural plugs. It is 
also assisting distributors and 
dealers by supplying an attractive 
metal display stand which pictures 
the “Hemco” plural plug line and 
actually carries five of the sample 
plugs, which can be removed and 


* * * 

A new up-to-date loose leaf cata- 
log, consisting of twenty-two 
pages, illustrating and describing 
receivers, parts, micro- 


‘phones and radio supplies, has 


been sent out by the Kellogg 
Switchboard and Supply Co., Chi- 


cago. 











Bell Ringing 
Transformers 


All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
tion. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 
T-26—6, 8 and 14 Volt 
ony for both $ inch and 4 inch outlet 
x, 
Write for prices and information. 
DONGAN ELECTRIC MFG. CO. 
2993-3001Franklin Street, Detroit, Mich. 


\ (TRANSFORMERS © of MERIT for FIFTEEN YEARS ) 



































““Whitenred”’ 
A zinc coated 
conduit further pro- 
tected by a super- 
coating which is acid 
proof. For unusually 
severe conditions. 


CENTRAL TUBE COMPANY 


“Central Black’”’ 
A Black Enameled Rigid Steel Con- 
duit that will not crack chip or flake. 
“Central White’”’ 
Azinc coated, electro 
galvanized conduit 
that is imper- 
vious to rust and 
other de- 
structive 
ele- 


FIRST NATIONAL BANK BUILDING 
PITTSBURGH 
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Make Money 


with 


aMCo 
Safety 
HOLDERS 


Our jobbing proposition is 
very attractive, offering you 
some of the finest and best 
fixture hangers at a price 
that will really amaze you. 


Excellent 
Construction 


All AMCO safety holders 
are safe, simple and fool- 
proof in construction. Can- 
opies are 6” in diameter and 
have knockout for pull 
switch. Wired with No. 16 
asbestos covered wire and 
porcelain socket. 30” overall 
—individually packed—com- 
plete ready to install. 


Choice 
Varieties 


AMCO hanger equipment 
comes under different classi- 
fications and finishes al- 
though the same _ quality 
construction prevails 
throughout the entire line. 


SEND FOR 


Our jobbing proposition 
today—it will be another 
avenue toward increased 
business and profits in 1929. 


“HANGER SPECIALISTS” 


The Art Metal Co. 


1800 E. 38th St. 
CLEVELAND, O. 
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The Improved Extended 
Ears are longer and strong- 
er. Made from heavy gal- 
vanized steel formed into 
an angle, they will carry a 
heavy strain without bend- 
ing or breaking 


.® 


Raco 


Pais) 














sas Bee 





Each Ear has two nail holes and four gaug- 
ing points, which can also be used for nail 
holed. These are so spaced that when lined 
up with the edge of the stud, the Box is 
pa and spaced the right distance to al- 
ow for standard trim of 34%4’’, 4’, 444”, 
or 5’’ width. The pointed projections may 
be driven into the stud to hold the Box 
while nailing 





cS) 


eek: 
Bet RAO RM gy 


— — 


The Ear is fastened to the body of the Box 
by two screws with large heads, which clamp 
the Ear tight to the Box. Closed slots in 
the Ears allow adjustment for height. but 
prevent the Ear from falling off when the 
screws are loosened 


Patented 


New Work Switch Boxes with 


Improved Extended Ears and Lath Support 


The Lath Support isformed 


from heavy metal and is 


clinched to the side of the 
Box. It gives a strong sup 
port for the ends of cut lath, 
and the rolled edges hold 
their shape and give addi 
tional stiffness 








ee Oe 
Raco Switch Boxes with Extended Ears, and with Extended Ears 
and Lath Support, are covered by U.S. Patents dated Nov. 28, 1916 
and Aug. 24, 1926 owned by the Roach-Appleton Mfg. Co. Other 
patents pending. All infringements will be vigorously prosecuted. 
Look for these patent dates on products of licensed manufacturers. 


ec ORCS 22 TE ES TT 


NEW YORK 
45 Murray Street 


CHICAGO 
3440 N. Kimball Ave. 


Roach- Appleton Mfg. Company 
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Wohat'll I Charge 


him for these 
Plates? 

Says the 

Contractor 
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And Right There comes up one of the great 
questions of today~ Not only affecting the 


ee Contractor's business but your Jobbing 


——e business as well! 


HIS question has been finally solved, for all of work ever done to help the contractor make 
the products that the contractor uses, by money. As such it is something for every jobber 
ELECTRICAL CONTRACTING, the magazine published — and jobber’s salesman in the country to get back of 
by the same company as your JOBBER’S SALESMAN. 


In every issue, ELECTRICAL CONTRACTING publishes 
a 32-page resale price list for the contractor, telling tractor subscribes to ELECTRICAL CONTRACTING; 


him just what to charge for all the thousands of 15,000 do now, but some may not be getting it. 
items and sizes of materials and devices he uses in Then you should urge him at every opportunity 
his daily work, so that he will derive a profit from to make use of the price list, so that he gets the 
each. It is the biggest and most constructive piece habit. It’s money in your own pocket. 


It is your best bet to see to it that every con 


ING THIS PRICE LIST FREE UPON REQUEST. THE JOBBER'S SALESMAN, 53 W. JACKSON BLVD., CHICAGO 


'e WILL SEND ANY JOBBER OR JOBBER'S SALESMAN A SAMPLE COPY OF ELECTRICAL CONTRACTING CONTAIN- 
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_ that assure 
satisfaction with 
all radio receivers! 


Exceptional tone quality and vol- 
ume... a Condition Equalizer that 
compensates for inequalities of audio 
amplifiers ... moderate price within 
the means of every set owner... these 
three features make Newcombe- 

™) Hawley Magnetic Cone Reproducers 
) big sellers. Order a stock today and get 

) your share of this profitable business! 





MODEL 83 
(shown at left) 


} Portable model in 
walnut—with or 
The without Condition 


CONDITION EQUALIZER Equalizer. 


boosts reproducer sales 

MODEL 81 

The Condition Equalizer offers , 3 

three step control of tone qual- (shown at right) 

ity, and compensates for varia- * Table model with 

tions in conditions of broadc ast » unit concealed be- 

reception and in the quality of hind grill—with or 

audio amplifiers. Clear articu- ={ without Condition 

lation of speech depends largely ie Equalizer. 

on the higher frequencies. For 

this reason speech is more 

easily understood if the equal- 

izerissetonthe“high”position. 

Music is often more pleasing 

on one of the other settings. 

The Condition Equalizer is a / : . 

big sales feature. THE COMPLETE NEWCOMBE-HAWLEY 
LINE includes magnetic and dynamic re- 
producers ina large variety of portable and 
table models. Write for catalog. 

NEWCOMBE-HAWLEY 
Division of United Reproducers Corporation 


205 First Avenue, North ee Dept., 130 W. 42nd Street 
St. Charles, Hl. New York € ley, N.¥. 


BNenwon BE = HAWLEY 


RYNDIO <n REPRODUCERS 





BEE-VAC 


ELECTRIC WASHER 


Consumer’s cash price 











$9950 


(East of Rockies) 


The new Bee-Vac Washer, .when announced a 
few months ago, was heralded to the world as 
extraordinary in style and beauty, in quality and 
performance, in dependability and long life. 
We frankly believed the new Bee-Vac touched 
new peaks in electric washer vatue, and opened 
up entirely new possibilities in sales and profits. 
So we urged dealers to put a demonstrator on 
their floors . . . . and test the washer for them- 
selves! 
We wanted dealers to experience the rapid 
washing action of the Bee-Vac’s patented cast 
aluminum agitator, which cannot tangle clothes 
... To admire the beauty of its gray-green 
lacquered exterior . . . To observe the rugged 
strength of its 18-ounce solid copper tub, with 
polished nickel interior, as well as its strongly 
welded channel steel frame . . . to examine its 
sturdy wringer with large semi-soft rolls and its 
Model “‘G”’ V4 hp. dust and moisture proof motor of stand 
iss Mia’ Cleaner ard make . ... To understand why its single 
: unit gear case with cut gears, bronze bushings 
with bronze bearings and vital working parts operating in a bath of 
Consumer’s price oil, will give years of trouble-free service and 
$2950 require oiling attention only once a year. 
And just because some 25,000 dealers knew 
(Attachments, $5.00) Bee-Vac values from many years of experience, 
our invitation was widely accepted ... with 
results that have lifted the prestige of the name 
Bee-Vac Motor De luxe Ball- Bee-Vac to still greater heights in the electrical 
ee Bearing home appliance field. 
Bes-Vac Clenmer yuu tate tot 7st she na Bee Yo 
Consumer’s price rosie: se ‘ ars. ’ 
3 ¥ and put it on your floor. Order from your 
$3 750 $3975 nearest jobber. Or write us for full details. 
Birtman Electric Company, Dept. G343, 4140 
(Attachments, $5.00) (Attachments, $8.00) Fullerton Ave., Chicago. 


























Consumer’s price 








